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OMES with Zinc Roofs are quite commonplace in Europe, 
where they have been popular for a great many years... 
And the soundness of the practice appeals to the American 


house-owner when he hears of Zinc’s permanence and low 





he Ny cost—with no periodical upkeep. 


e 
ay Ye, 


Se cause this zinc is known for its superior 
Y=, workability and extreme ductility. 
oe C Nor does he have any after-worry— 


When The New Jersey Zinc Company’s Zinc Roof- 
ing is used, the contractor’s job is easy, be- 





















Op, no patching, no replacing— 


8p, no complaints. 








Please send me your booklet on ‘‘Standing 
Seam Zinc Roofing”’ 


Name 
Company 


Address 
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CLEAN! 





How about 


efficiency .. 
cleanliness 
and neat appearance HERE? 


i= us suppose that you don’t use LAMNECK registers...and that your 
competitor will offer a furnace of about equal all-around value at ten 
dollars less than you are willing to bid. 

Will you lose the job?...Cut your price?...Knock your competitors? 


Not if you are wise! 

What you will do to land that job for yourself (if you are wise) is stick to 
your price and give the customer more value for his money by furnishing 
a set of LAMNECK Improved registers. Then, if you are wise you will put 
LAMNECK registers on every job. They are better looking, far more effi- 
cient, and decidedly cleaner. With them you can offer more value on the 
f : register end of your jobs and make more sales. 

p ri Efficiency and cleanness are just as important up at the register as down 
® 4 in the furnace...appearance is more important. LAMNECK has recognized 
a & 








the importance of correct register design by producing truly efficient, 
clean, good looking registers. LAMNECK Improved registers give you 
more to sell on, and actually more to sell. Yet they do not cost you a cent 
more than other registers. 


LA MI N EC K REGISTERS 
NOTE: If you have not had an opportunity to 
examine LAMNECK Improved registers, we want 

to send you a sample LAMNECK floor register. 

No other register is so efficient...no other so 

easy to keep clean...and we believe you will 


agree that no other register is so good looking, 
It represents the first actual improvement in 




















EFFICIENT! 

















register design in forty years. Send the coupon 
for your sample today. No obligation. 
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THIS AD for DEALERS in CITIES of 50000 or OVER 
wk 
C2) 
7 ag ee ee 


President 
Midland Furnace Co. 


1430 


<a A> 


This Seal Represents 
the Integrity of an 
Institution 


We have a special proposition for large, capable dealers who 
are now going along just selling furnaces and making a small 
profit. A proposition that will double their sales. A proposition 
so unusual that we do not care to place it in an advertisement. A 
proposition so good and worthy that we do not even care to write 
it. It is a proposition that can be handled with such dealers by 
an executive of this company only. If you are in a city of 50,000 
or more and are interested in doubling your sales and profit and 
a new merchandising plan, then write direct to the president of 
this concern and he will delegate an executive to call. 


Address Your Inquiry to— 
ROY C. WALKER Personally 


Care of 


The Midland Furnace Company 
Columbus, Ohio 


* 


MIDLAND FURNACES 
ij CLEANER HEAT 


Published Weekly by Porter, Spofford, Langtry Corp., 139 Nerth Clark Strest, , Illinois. AMERICAN ARTISAN—the Warm Air 
Heating and Sheet Metal Journal—entered as second class matter, March 26, 1928, at the Post Office at Chicago, Illinois, under act of March 
3, 1879. pect entered on June 25, 1387, as American Artisan and Hardware Record. 














ALL STEEL +++ 


43 














ee Eee ee 
eetinhiehonangy ee 


- - Sw - 
rong oF 
Smeal 


Seteietieinahe sachet 4 tins aelcs detect ane 























+4 AMERICAN ARTISAN December 14, 1929 


The new wad Les the ia jobs 


| ROLE aS 
Eo tC Ce HERS 


HEAVY DUTY FAN 











A True A new type 
Pressure Fan of Distributor 
_ — 

Handles Operates efficiently 
approximately with any number 
3000 cubic feet of of cold air 
air per minute returns 


HERE is the fan you’ve been wanting: in order to handle the larger 
installations using the famous Robinson bonnet principle of con- 
struction. 


It has the same easy installation—no building of special cold air boots 
—yet it is designed for more power. 

It has a new type of distributor which does not require tubes. Where 
distributor tubes are desired it is furnished with a 24-inch distributor 
skirt to which tubes as large as eight inches in diameter can be at- 
tached. Motor is specially constructed — Two-Speed and mounted 
on springs. 

Silent, powerful, highly efficient and economical. Write today for 


full details and prices—Ask your nearest jobber—consult the large 
list below. 


Manufactured by 


The A. H. ROBINSON COMPANY 








Massillon, Ohio 
43 JOBBERS CARRYING STOCKS IN 67 CITIES IN THE UNITED STATES AND CANADA 
BAKER-PAYNE-VOYE ©O....Boston, Mass. HOMER FURNACE CO....Coldwater, Mich. THE OHIO SHEET METAL & MFG. 
THB BEOKWITH CO.....Dowagiac, Mich. IDEAL FURNACE O0....... Detroit, Mich. OO. nccessccccveccerescccees Dayton, Ohie 
BERGSTROM MFG. 00. .Neenah, Wisconsin INTERNATIONAL HEATER ©0., Utica, J. M. & 1. A. vOleveland, ©; ; Buffalo, N. ¥. 
OARE SUPPLY O0............ Chicago, I. Chicago, Cleveland, Nashua, New Hamp- s_ ppace HQT 
PEASE FOUNDER “td, 

DAYTON-HESSLER OO... ae mF. shire, Longbranch, N. Tg PRS RS ate erento, Ontario, Canade 

MMLER BROS. CO...... tteaburg KALAMAZOO STOVE O00., Kalamazoo, Mich. PENINSULAR STO “Detralt 
DOWAGIAC STEEL FURNACE Oo a ee ee 80k OO; ath, Min, TORTLAND STOVE FOUNDRY 00. 

cofanr?0- -iuees + —* Saag es somneing, ay KELSEY HEATING CO.....Syracuse, N. Y. Quick FURNACE & SUPPLY co. 
FARRIS FURNACE 00.....8pringfield, W. E. LAMNECK 0©0....... Seale: MOND > ip oc kes taste, ce ae Moines, Iowa 
C. & FEATS FURNACE Wash. § LENNOX FURNACE O0., Inc., Syracuse,N.Y. | THE RAVENNA FURNACE @ HEAT- 

cc oceedevecsereceseoes Spo LENNOX FURNACE CO. OF OANADA, ENG OO, |... ccs cctsccsrences < 

goLd.ANene BROTHERS CO., Pittsburgh, Ltd., Toronto, Ontarie & Winnipeg, Man. RICHARDSON & BOYNTON ow 

Rochester, Cincinnati, Memphis Detroit, THE MAJESTIC CO...... Huntington, Ind. Yerk, Chicago, Boston, Philodelphie, 

Indianapolis, Milwaukee, Louisville. MARSHALL-WELIS CO. Duluth, | Minn.; TE SOHILE BROS” OO ne brnctine, 
FLORAL OFTY HEATER ©0., Monroe, Mich. Billings, Mont.; Great Falls, THE SCHILL BROS. ©O...... 0. 
FOX FURNACE O00............ Elyria, Ohie MAY-FIEBEGER ©0., Newark, Pees ‘ Sh Oo. SUCCESS HEATER MFG. CO............ 


HEATING & SUPPLY CO., Pittsburgh, Pa. LAND A OE 00.. Col - Cale | etlitaes ala Des Moines, Iowa 
HENRY FURNAOE & FOUNDRY 00., Cleve- MONCRIEF FURNACE 00... . Atlanta, Ga. piercer 706 Sa osanen ng ‘ bisery ~*~ Mina. 

land, O.; Indianapolis, Ind.; Pitteburgh, Pa. NEW IDEA FURNACES, LTD. GEO. F. WHEELOOK CO., Birmi’gh’m, Ala. 
M. K. HOKE BESTATE...... Mostaien, Wa... cakes s'c cas ca vucaieocd Ingersoll, Ont., Can. WISE FURNAOE CO........... Akron, Ohio 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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Slow Furnaces 


Are Generally SOUND SENSE 


Dirty Furnaces 

Good, hard thinking was 
put into the design of the 
Series “C” Moncrief Furnace, 
and sound materials and 
good workmanship into its 
construction. Isn’t it logical 
that the dealer who sells it, 
doing a good job of instal- 








4 to 6 jobs a day—one man—powerful—light. 


AKE a Super Service Cleaner along ling, will build up a good 
when asked to locate furnace trouble. Bs . ? P 8 
Usually a cleaning job is waiting for you— sound business? 
at a good price. 
No need to draw all the fire—if it is low you Send for details of the 
can do speedy work with a Super Service. Plenty ‘ eve 
of cleaning jobs every month in the year; and they Moncrief FP roposition. 


always bring repair work, too. 


ears tent aattead aan The HENRY FURNACE 
& FOUNDRY CO. 


The National Super Service Co. 3471 E. 49th St. Cleveland, Ohio 


816 Lafayette Street Toledo, Ohio DISTRIBUTORS 


Carr Supply Co., 412 No. Dearborn St., Chicago, Ill, 

August Bery & Son, Mack Ave. at Drexel, Detroit. 

The Henry mace & Foundry Co., Pittsburgh, Pa. 

Frontier Water & Steam Supply Co., 366 Oak St.-— 
481 Elliott St., Buffalo, New York. 

Johnson Co 














“CGEM” 


Adjustable 
RADIATOR SHIELDS 


A customer comes to you with his 
radiator measurements, takes home some 
“GEM” Adjustable Radiator Shields, 
slides them out to the right width. 
That’s ne Free: ejb barton ree 
No special fitting necessary. so saves : 
‘ qtocb-carrvitr space for you. Five handsome 
finishes—10 popular sizes adjustable to radiator 
top widths, 6” to 13”; lengths, 11” to 65”. Re- 
tail at $5.00 to $10.00. Beh & Co., 1140 Broad- 
way, New York, N. Y. 


Buy from your jobber 


. Bur Co., 29 Free S8t., 
J. F. Conant, Ry. Term. Warehse., Troy, N. Y. 
Wilkes-Barre Hdwe. & Stove Co., 18-20 So. Wash- 
ington St., Wilkes-Barre, Pa. 
The Crawford Heating Co., Steubenville, Ohio. 
Stockhoff Supply Co., St. Louis, Mo. 


EASTERN OFFICE 


Room 1306, 11 W. 42nd St., New York Cit» 
E. L. Garner, Manager. 
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FO 
PATTERNS anoueaters 
THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 


IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 














MONCRIEF 
" atet ins io SURMALES 


VEDDER PATTERN WORKS "tc: TROY, N.Y, 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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This book solves the employee Christmas 
gift problem for those engaged in any 
branch of the warm air 
heating industry..... 


T IS the book that thousands have been asking for 
—a book on Warm Air Furnace Heating that is 
UP-TO-DATE—a book that covers every phase of 
the subject giving exact data based on research work 


Written by A. M. Daniels. 
Here is the book that will enable both the experienced 


furnace man and the student to obtain a working 
knowledge of up-to-date scientific warm air furnace 
heating. 

Read over the Chapter Headings—notice the complete 
treatment of the subject. 


Many tables are included and some big labor savers in 








Chapter Headings 


Area and Size of Wall Stack Upon Heating 
Effect Produced. 

Insulating Coverings and Their Effect Upon 
Leader and Wall Stack Operation. 


. Casing Diameter vs. Furnace Capacity. 

. Air Supply to Furnace. 

. Furnace Capacity and Rating. 

. Register Grilles vs. Plant Capacity. 

. Chimneys and Flues. 

. Humidity. 

. Evaporating Pans. 

. Combination Heating Systems—Warm Air 


and Hot Water. 


. Gas Warm-Air Heating. 
. Oil-Burning Warm-Air Heating. 
. One-Pipe Furnace Heating Including Modi- 


calculating pipe sizes—also many diagrams. 


450 pages, 7x9 inches 


1. Historical. ~~ 

2. Typical Gravity Pipe Warm-Air Heating . ° ° 
Systems. Bound in semi-flexible 

3. Types of Warm-Air Furnaces. e . ° 

4. Details of Furnace Construction. umitation leather- ey 

5. Heat Losses. 

6. Effect of Register-Air Temperature, Leader Stamped in gol d en 


PRICE $5.00 POSTPAID 











Send in your | 
order today 


@ AMERICAN ARTISAN, 

@ 139 No. Clark Street, Chicago, IIl. 

B Enclosed find $5.00 for which send me WARM AIR FUR- 
§ NACE HEATING by A. M. DANIELS. 


fications. a 10% discount allowed on book and new or renewal sub- 
19. Hot-Water Supply. scription if ordered together. 
20. Leader Pipe Sizes. 
21. Forced-Air Furnace Heating. Se PUNE Luis is «+. Gnade ss copubh so onthe sume ouersvciahthtss tileah 


. Coal as Fuel. 
. Pipe and Fittings. 
. Warm-Air Registers and Cold-Air Faces. 





Mention AMERICAN ARTISAN in your reply—Thank you! 
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“The Only Heat Operated Thermostatically 
Controlled Humidifier Made” 


A NEW Source of PROFIT 


It will take only 2 minute—right NOW—to drop us a 
postcard and get our proposition on THE AUTOMATIC 
DRIP HUMIDIFIER —that every furnace needs! 


Many sales are waiting for you at Big Profits—cash 
profits to you—profits to your customers in health and 
comfort. Save money for them—make more for yourself. 


Sell a standard product—THE AUTOMATIC DRIP. 
Easily and quickly installed. Write for our proposition 
today and get started on a prosperous 1930. 


Automatic Humidifier Company 


Cedar Falls, Iowa 
It - Is - The - Drip - That - Does - The - Formerly - Impossible 








BO LT S 
aa 


PINS. CATALOG ON 


THE LAMSON & SESSIONS co. 
THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 
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OIL BURNER 
Listed by Underwriters 
atone vin warm-air furnaces » 
McIL System A 
Paes ees, ime cleat ae no cracking or 
SS fre pots, but produces 2.3 


Not an Intermittent ee 
Write for informa 

















DEALERS: today. . 
McILVAINE BURNER COAP., Dept. A, 747 Custer a “teanoten, i 


EAS RR a a ea 








An easy practical 
way to solve the 
employee Christ- 
mas Gift problem- 


Give good practical tradebooks 


—they will be appreciated— 
they will make your men better 
craftsmen. 


ri tari caer ear ear car ami ae eee 


Order them TODAY through 


AMERICAN ARTISAN 
139 No. Clark St. Chicago 


SiN 





rot Furnace User Wants One 
FURNACE DUST 
ELIMINATOR 


ko fi 
MASE a hit with your customers 
“au —include this patented fea- 
a ture on every new installation— 
costs little but makes the job of 
SuEEVE removing ashes a clean, easy task. 
It prevents dust from spreading 
throughout the home—saves grates 
| and fuel. 
Fine nozzle spray settles the dust. 
_A turn of the control valve before 
shaking or removing ashes does the 
trick. High quality throughout— 
4 ———— easily attached. 
ae pe ee Get full details and prices today 
—make extra profits this season. 


DUSTLESS ASH COMPANY 
MUSKEGON, MICHIGAN 









































l 6 | a ”? 
*hiestvan Seal 
FURNACE CEMENT 
Roof Cement — Stove Putty 


Plumbers Putty 
PAINTS and SPECIALTIES 
WILLIAM CONNORS PAINT MFG. CO. 


Established 1852 NEW YORK 








ANNOUNCEMENT! 


WIECHERT 


FURNACES AND REPAIRS 
now distributed in this territory exclusively 
by this house. 

We are also distributors for the 


PEERLESS FURNACE FAN 


a highly efficient and economical furnace fan in 12 and 
16 inch sizes. Write for illustrated circular and 


pettes today. 
We carry complete stocks of our own CHICAGO FURNACE 
PIPE ‘AND FITTINGS, Registers—Cold Air Faces and all Warm 
Air Heating and Sheet Metal Supplies. 

Write for catalog and price list today. 

Use our prompt, reliable supply service. 


CHICAGO FURNACE SUPPLY CO. 
1276-78-80-82 Clybourn Ave. CHICAGO 











Say you ew it im AMBRICAN ARTISAN—Thank you! 
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Entered as second class mat- 
ter, March 26, 1928, at the 
Post Office at Chicago, IIl., 
under act of March 3, 1879. 
Formerly entered on June 25, 
1887, as American Artiean 
and Hardware Record. 


Published EVERY SATURDAY—to Promote Better Warm Air Heating and 
Sheet Metal Work 


PORTER - SPOFFORD - LANGTRY CORPORATION 
139 North Clark Street, Chicago—Telephone Central 7670 


Fred D. Porter, Presiden: 
Editor: G. J. Duerr 


John C. Langtry, Vice-President 


Howard H. Bede, Secretary 
Business Manager: Etta Cohn 


Advertising Representatives: 


Charles E. Kennedy 


_ J. F. Johnson 


New York Office: 1403 Pershing Square Bldg., 100 E. 42nd St. Tel. Ashland 5342 











An Opportunity, Slipping 
A Review of Conditions That Are Devel- 
‘oping to Take a Portion of the Warm Air 
Heating Man’s Business from Him 


Price Cutting Evil 
In This Article Mr. James A. Collins 
Gives Some Very Definite Reasons Why 
Price Cutting Should Not Be Indulged In. 
Read This Article Over Carefully 


Public Demands Personal Comfort 
An Address by Lorin W. Smith Before 
the Members of the National Warm Air 
Heating Association, Columbus, Ohio, 
December 4 
Constructing Pattern for Cylindrical 
Object 
In This Article Mr. Kealer Continues His 
Sheet Metal Pattern Drafting Course 


Q. W. Wales Heads Armco Distributors 58 


A Condensed Report of the Sixth Annual 
Meeting of Armco Distributors’ Associa- 
tion at Middletown, Ohio 


Credit Only to Worthy Customers 


Reasons Why Credit Should Not Be 
Granted in a Hit or Miss Fashion by 
Warm Air Furnace Men 





Direct Mail Advertising 
Some Ideas on Why Much Direct Mail 
Advertising Fails to Produce Business 
“ 
Are Your Taxes Paid with Check? 


How a Man Had His Property Sold Be- 
cause Bank Failed Before His Check for 
Taxes Was Cashed 


Natural Gas to Reduce Heating Rates. . . 


How Three States Will Benefit by the 
Piping in of Natural Gas 


Gerth Chucks City Business 


Here’s a Man Who Found Greater Satis- 
faction in Sheet Metal Business in 
Town 


Who’s Who, Where 
Notes and Queries 
Coming Conventions 
Random Sketches 


Markets 
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SNUG AS A BUG. IN A RUG 


You CAN depend upon a Lupton Elbow to fit absolutely. Each is a twin to the next one—identical 
in size and shape. No need to carry along four or five elbows to be sure of a fit. All you have to 
do is be sure the name Lupron is stamped on the elbow you plan to use. Lupton E!bows have a 244- 
inch graduated taper which permits an instant watertight joint, without the use of solder. How many 
times when you have had to work in cramped corners have you wished for an elbow with this out- 
standing feature? The coating of galvanizing is most carefully applied, so that no bumpy spots may 
throw off this accurate fit. Lupton Elbows have the same high reputation for quality as the other 
products in the famous Lupton Line. . . . Use these finer elbows, save time and labor, and build 
up your reputation in your neighborhood for workmanlike jobs. Inspect them at your jobber’s. 


David Lupton’s Sons Company, Allegheny Avenue and Tulip Street, Philadelphia, Pennsylvania. 


LUPTON ELBOWS 


Mention AMERICAN ARTISAN in your reply—Thank you! 
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SHEETS 


INLAND “itis 


Branch 
Offices 


Kansas City 
Milwaukee 
St. Louis 
St. Paul 







AMERICAN ARTISAN 


_ Careful inspection of the surface of every sheet that leaves the 


December 14, 1929 





plant is one of the safeguards which assures users the perfectly 
finished and uniform sheets which bear the Inland Trademark. 


SH FETS 


Scientific research, cooperation with sheet steel 
users, and rigid inspection enable Inland to employ 
its experience and control of production to bring 
the highest degree of satisfaction to its customers. 
Coordination of customers’ needs with mill facili- 
ties enables us to secure the proper treatment for 
every order. We know that the ultimate service the 
sheet is to render is the determining factor when 
chemistry, annealing, pickling, cold rolling and 
other features are specified. In addition to inspec- 
tion by sight, the inspectors make careful tests of 
chemical and physical properties of the steel. Only 
satisfactory sheets are shipped. The result is a 
workable sheet, suitable to your needs. Send for 
our booklet. 





Contributing Member Sheet Steel Trade Extension Committee. 


INLAND STEEL COMPANY 





668 South Dearborn Street 
Chicao 


STEEL 








Milwaukee 
Wisconsin 








aia 





No 


SHEETS BARS 


PLATES SHAPES RAILS TRACK ACCESSORIES RIVETS 


BILLETS 
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An Opportunity 


ARM air furnace installers 
W eirowton the country are 

most certainly not taking 
full advantage of their opportunities 
to get business via the furnace 
cleaning route. In fact, so asleep 
are they to the possibilities in this 
field that the retail coal men, in or- 
der to protect themselves from irate 
householders who complain about 
the poor coal that is being delivered, 
have found it necessary to take 
steps to do the furnace cleaning 
themselves. 


T IS almost unbelievable that the 

warm air furnace installer would 
allow so valuable an activity as fur- 
nace cleaning from the standpoint 
of furnace repair business to get 
completely out of his hands. But 
that is exactly what is happening all 
over the country today. The an- 
thracite coal men have formed what 
they term the Anthracite Service 
Institute whose primary function it 
is to teach correct firing methods 
and whose secondary function it is 
to see that furnaces and other types 
of heating equipment are properly 
cleaned and repaired so that the cus- 
tomer will not find cause to blame 
the fuel he is burning when proper 
results are not forthcoming from 
his heating plant. The bituminous 
men are taking action. Think of it! 


HE warm air heating industry 
is not the only industry that 
has had its troubles in dealing with 
the public. The retail coal industry 


Slipping 


has found it necessary to take steps 
to prove to the public that in many 
cases where poor coal is blamed for 
failure of the heating unit to func- 
tion the fuel was not at fault at all 
or at least only in a minor degree. 
This state of affairs has brought 
about an activity on the part of the 
retail coal men with the aim to en- 
deavor to get a check on the per- 
centage of causes of failure to heat 
that are directly attributable to poor 
coal. According to the statistics 
that have been developed more than 
75 per cent of the causes of discon- 
tent on the part of the public with 
their heating plants are not due to 
the coal, but to faulty equipment 
and a lack of understanding of 
proper firing methods. 

If such is the case, then the warm 
air furnace men are certainly asleep 
at the switch when it comes to get- 
ting furnace cleaning and furnace 
repair business, and they «should 
lose no ‘time in making preparations 
to take advantage of the splendid 
opportunity that is about to slip 
away from them very shortly un- 
less they do take some definite action 
to hold it. - 


OMPANIES have already been 
organized in Washington, D. 

C., in many parts of New Jersey 
and other eastern centers for the 
express purpose of cleaning and re- 
pairing heating equipment and they 
are doing a land office business. The 
coal industry is back of these com- 
panies, the formation of which was 


brought about for no other reason 
than that they could get the work 
done in no other way than to do it 
themselves. 

The coal industry is primarily in- 
terested in merchandising coal. They 
do not wish to engage in the fur- 
nace cleaning and repair business, 
but they are determined to see to it 
that complaints shall not be laid at 
the door of coal that are directly at- 
tributable to equipment that is sadly 
in need of cleaning or repairing. 
Gas and oil fuel are giving them 
tod many other things to think about 
for that. 


No” it is entirely possible for 
the warm air furnace dealer 
who wants to get in touch with the 
local coal dealers in his town and 
work with them to the end that they 
will shunt furnace cleaning and re- 
pairing business to him wherever 
they come in contact with it. He in 
turn can assist them in keeping the 
customer satisfied with the type of 
heating system he has. 

Furnace cleaning business is en- 
tirely too valuable to the furnace 
installer for him to allow it to slip 
away from him. But unless he 
takes active steps to hold it, the coal 
dealers are going to pull it away 
either by shunting it to the plumbing 
industry or by organizing companies 
throughout the country whose prime 
object will be to do that kind of 
work. Furnace dealers, awake to 
the graveness of the situation and 
prepare for action! 
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The Price Cutting Evil 


No Man Ever Built a Business Downward 


HIS is certainly an 

interesting time to be 
in the warm air heating 
and sheet metal business, 
with all the price cutting 
and price “wars” going 
on! 

If price cutters keep 
you awake nights, maybe 
you won’t agree with me. 

But, Cheerio! We are 
all engaged in figuring 


Generally the Price Cutter 
Is on His Way Out— 
So Why Try to 
Beat Him to 
the Exit 


By James H. Collins 


he 5 gor it ever occur to you that his story is 
the chief stock in trade of the price cut- 
ter? He makes his story strong for that rea- 
son. 
people to find it out, they would seldom make 
the great discovery. 

‘‘His strength is not in his price so much as 
the story he tells about his price. And gener- 
ally that story has a hole in it somewhere. The 
hole is poorer quality or less conscientious 
work. 

‘But he gets away with his story because it 
is seldom disproved. 

‘The one defense is to tell the story of good 
merchandise and workmanship at reasonable 
prices. Not paying any attention to the prices 
of the price cutter, his story or himself. Just 
telling the people, personally and by advertis- 
ing, how good your wares are, how responsible 


If he simply cut prices, and waited for 


eyed boy we called 
“Creeping Charley.” Some 
customers were so eager 
that- they caught Charley 
and gave him their money. 

My, we were busy 
then! My boss was like 
the Irishman falling from 
the thirtieth story—so far, 
he was all right. 

But one morning we 
came to work and found 





new ways of doing busi- 
ness to meet new prod- 
ucts and needs. All get- 
ting down to brass tacks 
and a new kind of stability. And 
the price cutter is generally figur- 
ing wrong. 

If he has found some genuine 
economy, such as automatic selling 
or the chain, it is seldom patented, 
and we can adopt it. 

If he is just giving his stuff away, 


and bound for the exit marked ° 


“Sheriff’s Sales,” we do not want to 
beat him to that door. 

Right in the middle of present- 
day price conflict and adjustment, 
more men are building business up, 
on quality and service, than down, 
on prices. No man ever built a real 
business downward. 

The price cutter scares you more 
than he ever hurts you. He is a 


you are. 
‘*Tt takes a salesman to do that.’’ 


= 


form of panic. The way to stop 
panic is to find out how little there 
is to be frightened about. Once un- 
derstand the weakness of Mr. Price 
Cutter’s position, and you can meet 
himconfidently and successfully. 

One of the first jobs I ever had, 
as a boy, was in a small printing 
office run by a man who did not 
succeed in getting much business 
until he sent handbills all over town, 
offering a thousand printed letter- 
heads and envelopes for three dol- 
lars. 

That was a very low price. Or- 
ders poured in from small business 


‘men who had never flaunted printed 


stationery. The handbills were dis- 
tributed by a slow-moving, cross- 


that a fire had gutted the 
print shop. The boss col- 
lected heavy insurance. 
Then the presses and type 
were cleaned, and we continued 
business until another morning, 
when the boss was missing. He was 
never heard of again. He beat the 
printers’ supply and paper dealers 
as he had beat the insurance com- 
pany. 

He was a perfect price cutter, be- 
cause nobody won. He took some 
money with him, but was not the 
fellow to keep it. He beat us out 
of our wages and himself out of a 
business. 

True, his customers got printed 
stationery at low prices, because it 
was stolen merchandise. In those 
days they were considered ahead of 
the game. But today we know that 
such crooked business has to be 
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passed back and paid for indirectly 
by the whole community. 

Some honest printers were wor- 
ried for a time and tried to meet the 
cut prices. But the wisest paid 
no attention. They knew that it 
couldn’t last long. They went on 
working for a decent profit, and 
kept their customers. My boss 
stirred up excitement chiefly among 
little people 'who needed hardly any 
printing. 

Price cutting is one of the serious 
worries of the day. This boyhood 
experience came to mind the other 
day in reading some reports about 
price fluctuations. Business men in 
every line are anxious, for they see 
the price cutter getting orders and 
contracts, and know how demoral- 
izing he is. We have a curious com- 
bination in a wave of price 
cutting that surpasses any 
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ing it is often possible to meet price 
cutting competition on the other two 
points. A firm stand on good qual- 
ity, at an honest price and profit, 
appeals to many customers. 

Price cutting is a good deal like 
poker. If contractors bid, and the 
buyer can frighten one of them into 
cutting under the others, sacrificing 
his profit—that is poker. If the 
goods are standard stuff, like staple 
makes of tools, or paint, the price 
cutter makes up his loss on some- 
thing else—poker again. If the mer- 
chandise is subject to skimping on 
quality, the price cutter resorts to 
trickery—and that is poker. 

The defense against these tactics 
is—calling the bluff. And the busi- 
ness man who does that may be sur- 
prised to discover how many folks 
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not all of them buy. They know 
quality. They know that bargains 
are full of trickery. They may yield 
to excitement and buy—once. But 
they soon learn where the trickery 
is. The chief damage he does among 
these folks is to create doubt about 
prices generally, and an expectation 
that there are to be reductions all 
through the trade. They postpone 
buying: and trade falls off. 

Not long ago I witnessed some- 
thing which proves that price cut- 
ting merchants are a very small 
minority, and that the price hunting 
part of the public is not as large as 
we sometimes imagine. 

In a certain nice residence neigh- 
borhood, with good shops, one of 
the neighborhood newspapers got up 
a “Bargain Day.” It was for the 
newspaper’s benefit, to en- 
courage advertising. Fri- 





bh pic cutting must be based upon three 
things: 
First, wpon ignorance. 


in this generation, along 


with great numbers of The price cutter has 


day, the 13th, was to be 
Bargain Day. The news- 


business men who have 
never been in a real price 
war before. 

However, there is no 
cause for alarm. 

This sounds easy to say. 
There isn’t much consola- 
tion in it for the salesman 
or merchant who has just 
lost business. But it is 
true, and truth must al- 
ways prevail. 

Price cutting is based 
on three things that have never been 
sound, and cannot be made so: 

First, upon ignorance. The price 
cutter has false information about 
his costs, if he knows his costs at 
all. 

Second, upon dishonesty. His ca- 
reer often ends in a form of bank- 
ruptcy that is too common today ; 
the substantial world of business is 
now beginning to investigate sus- 
picious failures, with a view to pre- 
venting them. 

Third, upon weak-kneed sales- 
manship and merchandising. Hon- 
est competitors forget sound busi- 
ness principles and try to fight the 
price cutter with lower prices. 

The merchant and salesman in 
competition with the price cutter has 
this last factor at hand—he can 
stiffen his selling effort. By so do- 


false information about his costs, if he knows 
his costs at all. 

““Secondly, upon dishonesty. His career often 
ends in a form of bankruptcy that is too com- 
mon today. The substantial world of busmess 
is now beginning to investigate suspicious fail- 
ures, with a view to preventing them. 

‘Thirdly, upon weak-kneed salesmanship 
and merchandising. Honest competitors forget 
sound business principles and try to fight the 
price cutter with low prices.”’ 


are with him. 

The price cutter is always finding 
customers among gullible people, 
and they are cheap and fickle cus- 
tomers. My old printing boss got 
that kind with his bargain offer on 
stationery. They are not worth get- 
ting. 

The more such customers he gets, 
and the more he sells, the lower 
drops his percentage of profit. One 
of the eastern oil companies has fig- 
ured it out on gasoline, a product 
now subject to keen price competi- 
tion. A 5 per cent reduction to the 
consumer, with profit at 33.3 per 
cent on cost, cuts 20 per cent off the 
percentage of profit. That is some- 
thing to think about. 

Then, while the price cutter may 
set hard-headed people thinking, so 
that they investigate his offerings, 


paper published articles 
for two weeks in advance, 
telling the people that 
there would be wonderful 
bargains then. Merchants 
advertised the coming 
event. The community 
got ready for bargains. 

On that day my wife 
went through the main 
shopping street. Her re- 
port is trustworthy.- She 
declared that the street was 
thronged with people seldom seen at 
other times, rather pathetic people, 
cheap and starved in more than 
pocketbook. This crowd of strangers 
milled up and down, looking for 
bargains, but there was very little to 
buy. Each merchant had priced a 
few odds and ends at cut prices, to 
do his bit—and probably get rid of 
“stickers.” But the newspaper idea 
had fizzled. There was no grand 
slaughter. Hardly one of those 
merchants, dealing regularly with a 
good class of customers, knew how 
to slaughter prices. 

It has been demonstrated again 
and again that the public is willing 
to pay for service and quality. 

It has been demonstrated that peo- 
ple will pay extra for extra service 
and quality. 

(Continued on Page 66) 
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Public Demand f Personal Comfort 


of Present Day 


Furnace Industry’s Opportunity 


HE future of the warm air 

heating industry was never 
brighter than it is today. It is just 
a question of when—and we think 
that when is now—that the industry 
will adopt the newer types of heat- 
ing—automatic heating. 

The tools now available are the 
automatic control of temperature, 
humidity, and movement of air, to- 
gether with a lucid sales presenta- 
tion of the advantages of 
your furnaces when used 
in conjunction with this 
equipment. 

The fast changing scene 
in the field of distribution 
reveals the fact that people 
are not primarily interested 
in the type of heating plant 
they buy. Automatic heat 
and cleanliness without 
drudgery are what they are 
being taught to want, what 
they have been sold on, and 
they will have it. Give the people 


what they want in the way of heat- , 


ing comfort and convenience. 

All industries, it is said, pass 
through three stages in their devel- 
opment. 

1—Experimentation. 2—Exploit- 
ation. 3—Stabilization. 

The rapid changes in merchan- 
dising and distribution have com- 
pletely wrecked the old set-ups and 
have made it necessary for the fur- 
nace industry again to pass through 
the cycle of experimentation. 

Fortunately for your industry, 
much of this necessary experimenta- 
tion has already been done by the 
newer forms of heating. The results 


*Excerpts from the address of 
Lorin W. Smith, before delegates to 
the National Warm Air Heating As- 
sociation. 





By Lorin W. Smith* 


of this experimentation have pointed 
out that automatic heating is what 
people want. 

The fundamental weakness of the 
furnace industry is that it has not 
awakened to the possibilities of mer- 
chandising its products. 

Merchandising today is a fast 
changing picture. Methods predom- 
inating and in good usage two and 
three years ago are being discarded. 


bs ERCHANDISING today is a 
changing picture. Methods predom- 
inating and in good usage two and three 
years ago are being discarded. Industries 
which in the past have been transacting bus- 
imess on the theory of supply and demand 
have come to the realization_that to emist 
they must revamp their entire distributory 
organizations and accept modern merchan- 
dising and its practical methods of business 
managements.’ 


Industries which in the past have 
been transacting business on the the- 
ory of supply and demand—filling 
orders as they were presented— 
have come to the realization that to 
exist in this day and age they must 
revamp their entire distributory or- 
ganizations and accept modern mer- 
chaiidising in its practical methods 
of business management. 

Changes, not only in methods, 
but in the forms of distribution are 
coming rapidly. Market surveys 
and analyses point out glaring weak- 
nesses in distribution methods. 

Progress in meeting the problem 
of distribution requires: 

(1) Clearer understanding of eco- 
nomic conditions and trends. 

(2) Greater insight into the char- 
acter and possibilities of present 


forms of distribution. 

(3) Visualization of the problems 
of distribution from the standpoints 
of manufacturer, wholesaler, retailer 
and consumer. 

(4) Co-ordinated effort of all in- 
terested parties in solving these 
problems. 

The “how” of distribution is of 
great importance to all. But there 
has been little organized activity 
among those engaged in 
distribution for the purpose 
of getting a clearer concep- 
tion of the “why” of it all. 

Let us go then to our first 
requirement as enumerated. 

(1) Clearer understand- 
ing of economic conditions 
and trends. Let us cast 
aside our kid gloves and 
meet facts “face to face.” 
Can any of you men here 
tell me how under the sun 
anyone can expect the av- 
erage furnace dealer to make money 
when his sales are actually confined 
to about four months of the year, 
leaving the other eight months to 
shift as he sees fit to try to make a 
living ? 


fast 


These too clearly seem to be the 
conditions. The trends in industry 
point that for such individuals there 
should be worked out some eco- 
nomic factor to fill in these eight 
lean months. Some alert furnace 
dealers have taken on additional 
items to round out an all year sell- 
ing program, and we will consider 
them later, but the fact is that too 
many dealers are depending on their 
four months’ sales to carry them. 

What do other industries do with 
their sales outlets? Let us take an 
industry .far separated from the 
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warm air field. The first one I think 
of is General Foods, Inc. They first 
had Postum which had a summer 
sale, which left the winter season 
unproductive for their sales activ- 
ity. What did they do to solve this 
economic waste? Simply bought 
out the Jello Company, whose sales 
were best in winter, and passed this 
article on to their sales outlets for 
winter merchandising. Since that 
time, fourteen companies have been 
bought out to round out and main- 
tain a seasonal balance for sales ac- 
tivity. 

By no means is such a 
radical procedure necessary 
for the furnace manufac- 
turer to round out a selling 
cycle for his dealers, for 
there are enough products 
now available, and on the 
market, for the manufac- 
turer to pass on to his re- 
tail outlets for remedying 
the condition now existing. 

(2) Now as to our sec- 
ond general problem. I will repeat 
it to refresh your memory. “Greater 
insight into the character and possi- 
bilities of present forms of distribu- 
tion.” 

Give Public a Vivid Comfort 

Picture 

The first thing the buying public 
must be made to see in striking con- 
trast is the merit of warm air heat- 
ing. A picture of a furnace does 
not convey the idea of healthful 
heat. The trade may be interested 
in the picture of a furnace, but the 
public is not. 

There are many elements of 
healthful heating that can never be 
so satisfactorily or economically at- 
tained by any other heating method 


bs 


as they can by warm air heating. 


Three of these are: 

Control of Temperature, Move- 
ment of Air, Humidity. 

Each may be automatic, easily un- 
derstood and sold. All furnace 
manufacturers can take advantage 
of what the public wants now and 
is willing to pay for. It is inter- 
esting to note that each automatic 
element was originally developed for 
coal fired furnaces, yet lay dormant 
for capitalization by manufacturers 
of other heating equipment. 
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The public wants automatic heat- 
ing. What the public wants it will 
get—regardless of price or prece- 
dent—you can profit by this public 
demand for automatic heating if 
you will tell them, a fact they do 


_not realize, that warm air heating 


,can be automatic. 

Let us apply all this to the warm 
air dealer. These new facts on the 
sales potentials of warm air heating 
will mean opening new fields of 
profit for both warm air manufac- 
turers and warm air dealers. The 
adoption of temperature control, air 


HE fast changing scene in the field of 
distribution reveals the fact that people 
are not primarily interested in the type of 
heating plant they buy. Automatic heat and 
cleanliness without drudgery are what they 
are being taught to demand, what they have 
been sold on, and they will have it. Give the 
people what they want in the way of con- The 
ventence and comfort in their heating.’’ 


movement, and humidification .into 
your dealer fabric, under your spon- 
sorship means: 

1—To sell an automatically regu- 
lated furnace installation in compe- 
tition with any system on the mar- 
ket. 

2——Equalize sales seasons by sell- 
ing automatic accessories with year 
‘round activities and profit. The 
costly eight months will be ac- 
counted for in added profits instead 
of deficits. . 

3—Permit your dealers to com- 
pete confidently on new homes with 
a modern installation. 

4—To use the automatic control 
argument to get new furnace busi- 
ness as well as control business. 

5—To lead into new business 
through the sale of equipment to 
stimulate the movement of tempered 
healthful air. 

6—To create new frfiends by 
means of humidifier application to 
old installations. 

Gentlemen, there are enough 
profitable items manufactured today 
to round out an all the year sales 
activity for your sales outlet, the 
furnace dealer. It is up to you to 
select the best of these items and 
pass them on to your sales outlets. 
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You will increase your own profits 
and sales through rendering more 
secure the profits of your sales out- 
lets. 

How to bring this about brings 
up the answer to our third prob- 
lem. Visualization of the problems 
of distribution from the standpoints 
of manufacturers, wholesalers, and 
consumers. 

The retailer’s outlet represents 
the bottleneck of distribution, and 
the manufacturer’s volume of busi- 
ness and prosperity depend upon the 
efficiency with which the retail func- 
tion is performed. It should 
be the wholesaler’s purpose 
to seek to understand the 
retailer's business and be 
able to make suggestions 
that will assist the latter 
better to serve his cus- 
tomers and to function 
more economically. 
best dealer helps 

that a manufacturer can 

assist the retailer with are 
specific suggestions based on the 
study of and an interest in the par- 
ticular retail establishments. Now 
it is true that there are some retail- 
ers who are not worth this kind of 
help. As many are unable or un- 
willing to take advantage of sug- 
gestions, the manufacturer should 
study his customers and limit his 
assistance to those who can profit 
by it. 

Specific Suggestions on Selling 

Are Needed 

The wholesaler should endeavor 
to find the most effective means of 
rendering essential service to the 
retailer—not merely by supplying 
him with merchandise under accept- 
able conditions, but also by assist- 
ing him to sell goods, and in vari- 
ous ways helping him to establish 
his merchandising outlet as a perma- 
nent institutions The wholesaler 
should exist wholly because of the 
economics he effects for others. 

Changing conditions due to social, 
economic and industrial progress 
have brought about a need of sales 
promotion materials and services, 
both on the part of the producer and 
the retailer. Along with the new 
factors of merchandising have ar- 
rived new and strange ways of get- 
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ting all merchandise from the maker 
to user. 

It has been proved that sales man- 
agement, which is organized around 
the ideas of quotas and fast sched- 
ules, cannot produce merchandising 
counsellors. High pressure sales- 
manship and constructive retailer aid 
do not go together. 

In order to be real merchandis- 
ers, the retailers must know more 
about retailing in general. They 
must be alert and able to study prob- 
lems presented, to make concrete 
suggestions and to offer them so 
convincingly and tactfully that they 
will be accepted by the consuming 
public. 

You, as furnace manufacturers, 
are going to have to lay down this 
foundation for modern educational 
merchandising for your retailers. It 
is up to you to pick out additional 
merchandise in the way of automatic 
temperature controls, humidifiers 
and factors for the movement of air, 
and present them to your retailer to 
make his existence possible and en- 
able him to satisfy the public de- 
mand for personal comfort. 


Consumer the Man Who Pays 

Impart to your retailers that the 
vital factor in business today is the 
consumer. Show the retailer how he 
can better serve the customer. By 
serving and counselling with the con- 
sumer in his efforts to obtain 
personal comfort in the home, your 
retailers can build up their business 
as an economic factor and a neces- 
sity, making possible a success where 
in the past there has been a failure. 

We now come to our fourth and 
last major problem — co-ordinated 
effort of all interested parties in 
solving these problems. 

Coal Industry Willing to Help 

Just last month I had the oppor- 
tunity of addressing the National 
Coal Association in Cincinnati where 
there were in attendance operators 
whose annual output represents over 
three hundred million tons. The sub- 
ject was automatic heat, and I am 
here to tell you as members of the 
National Warm Air Heating Asso- 
ciation that the coal industry, as it is 
represented by this association, is 
now ready and willing to cooperate 
with the warm air industry in selling 


AMERICAN ARTISAN 


the idea of personal comfort as it 
may be obtained by their coal when 
properly utilized in your furnaces. 

Just before leaving my home for 
this meeting the following letter was 
received which is an expression from 
the National Coal Association. 

“The bituminous coal operators of 
the country, through their nation- 
wide organization, the National Coal 
Association, are taking a lively in- 
terest in prumoting a closer measure 
of understanding and cooperation 
with manufacturers of heating 
equipment. Through the Market 
Research Institute of the Associa- 
tion they hope to carry on construc- 
tive work during the ensuing year 
by way of committee conferences 
with representatives of the several 
branches of the heating industry and 
this is in keeping with the tempo ot 
the times. 

“Several district associations of 
operators have already outlined pro- 
grams which contemplate formation 
of committees to contact with manu- 
facturers of heating equipment. 
This subject, for instance, was dis- 
cussed at the annual meeting last 
month of the Indiana .Coal Trade 
Bureau. Coal operators generally 
believe there is a real and promising 
field along that direction, atid in my 
opinion it will be to the mutual and 
common interest of operators and 
manufacturers to develop it fully.” 

A conference between the Nation- 
al Coal Association and the National 
Warm Air Heating Association 
would reveal how the former can 
instruct and direct their retail out- 
lets to work with your furnace re- 
tailers in seeing that the proper types 
of coal are used in their installations. 

By no means does the National 
Coal Association want to take the 
legitimate sale of automatic equip- 
ment away from your retailers 
where it rightfully belongs. They 
are more interested in seeing that 
present-day installations are put in 
according to the standard code so 
their products can function properly 
under reasonable conditions. 

The coal industry is ceasing to 
feature the sale of coal. They are 
now selling the idea of personal 
comfort as it may be obtained by 
using their products efficiently. 
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The getting together of such a 
dependent factor as the coal indus- 
try with representatives of your in- 
dustry should be a boon to your 
development and progress. This can 


be done. It is up to you as an in- 
dustry. So much for the co-ordi- 
nated effort with the coal industry. 
Co-ordinated effort in merchandis- 
ing your products should be carried 
on through the wholesaler to the re- 
tailer and on to the consuming pub- 
lic. If you tell the public that your 
furnaces when properly equipped 
can furnish all the personal com- 
forts now being demanded in the 
automatic era of heating, you will 
make a ready market for your re- 
tailer to function and prosper in. 


As a concrete and practical rem- 
edy to be applied to your industry, 
why should the furnace manufactur- 
er not be the leading factor in assem- 
bling allied merchandise such as 
temperature regulators, humidifiers, 
circulating fans, air filters, registers, 
together with insulation materials, 
rectangular pipe products, etc. 





Shadows Are Costly 
to Industry 
Workshop 

Shadows cost American industry 
a large part of the $2,000,000,000 
paid in compensation claims annual- 
ly, according to a symposium on 
illumination at the forty-ninth an- 
nual meeting of the American So- 
ciety of Mechanical Engineers. 


It has been determined that in- 
dustrial accidents are 100 per cent 
greater in winter than they are in 
summer and attributed the increase 
to shorter daylight hours and faulty 
lighting. January is the most dan- 
gerous month for industrial work- 
ers, with December a close second. 
June is the safest month. 

Estimates furnished from insur- 
ance reports attribute 15 per cent 
of all industrial accidents to defects 
in lighting. 

Accidents caused by stumbling 
over materials concealed in shad- 
ows on moving parts of machinery 
and other examples can readily be 
traced to a violation of the princi- 
ples outlined for obtaining proper 
illumination. 











Constructing Pattern 
For Cylindrical Object 


Instructor Washburn Trade School 


HE scoop shown on this draw- 
ing is made of IC tin plate, to 
the following specifications : 

The body is cylindrical, lock- 
seamed and cut like an O-G curve 
at the open end. The back is burred, 
snapped on and soldered outside. 
The handle is hemmed, formed to 
the required shape and soldered to 
the back. 

To complete the scoop, the fol- 
lowing tools and machines will be 
used: The squaring shears, the cir- 
cular hand-snips, the folder, the 
groover and_ the 


By A. Kealer, 


straight line. 

In order to draw the O-G curve, 
we use the distance of 1 to 4 in the 
front view as a radius and points 
1 and 4 as centers and strike two 
little arcs intersecting at A. We 
repeat the same operation with the 
distance of 4 to 7 as a radius and 
points 4 and 7 as centers and strike 
two little arcs intersecting at B. 
With A as a center and A to 1 as 
a radius, draw the arc 1 to 4, and 
with B as a center and B to4 asa 
radius, draw the arc 4 to 7. Now 


project all division points from the 
end view horizontally into the front 
view until they touch the O-G 
curve. 

For the development of the pat- 
tern, space off all the divisions from 
the circle of the end view on a 
straight line as shown in figure 1, 
number them in the same order and 
mark them off to the lengths of the 
corresponding numbers from the 
back of the scoop to the O-G curve 
in the front view. A free-hand 
curve through the points so estab- 


lished will produce ° 





roller. 
To make the 
drawing, the oper- TA 
ations should be 
performed in the 
following order: 
To develop the 
pattern, we need 
only two views in 


ENO 


the pattern. Allow- 
ance should be 
made for a % inch 
lock seam. 

















this case, the front 
and end view. First 
we draw the end 
view to dimensions 
given, place the 
handle in the prop- 
er position and di- 
vide the circle into 
12 or 16 equal divi- 
sions. Number the 
divisions as shown 
and project points 
1 and 7 horizontal- 
ly into the front 
view. Draw the 
vertical line for the 
back and measure 
off 1 inch on line 
1 and 3% inches on 
line 7. Connect 
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To make the 
scoop, the follow- 
ing operations 
should be per- 
formed in the or- 
der named: 


First, cut the 
straight sides on 
the squaring shears, 
the curve from 1 to 
4 with a circular 
snips and the curve 
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Fs from 4 to 7 with a 


straight snips. 
Second, set the 
folder to % inch 
and make the folds 
for the lock seam. 
Third, shape it 
in the roller to a 
perfect circle. 
Fourth, lock the 
seam by hand- 





groover or ma- 
chine. 
(Continued on 








points 1 and 7 just 
marked off by a 


Illustrating Principle of Pattern Development for Cylindrical Object 


Page 66) 
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Q. W. Wales Heads Armco 


Distributors’ Association 


N WEDNESDAY and Thurs- 

day, December 4 and 5, 1929, 
a delegation of more -than eighty 
men, representing practically every 
state in the Union and several men 
from Canada in addition, assembled 
at the home office of the American 
Rolling Mill Company, Middletown, 
Ohio, to attend the annual meeting 
of the Armco Distributors’ Associ- 
ation. 

The first session of this two-day 
meeting of the Armco Distributors’ 
Association brought out the fact, as 
expressed by Charles R. Hook, vice 
president and general manager of 
the American Rolling Mill Com- 
pany, that “nothing can stop Amer- 
ican prosperity if we keep our feet 
on the ground and our eyes fixed 
on the sun beyond the immediate 
clouds. 

“Industry today 








Quincy W. Wales, Elected President, 
Armco Distributors’ Association 


position of the commerce and indus- 
try of the nation today. 

The main address of the first day 
was delivered by F. O. Schoedinger 





is more sound than 
ever before and we 
have all the things 
that we need to 
sustain ourselves. 
We don’t have to 
go out and buy 
from other coun- 
tries to maintain 
out present stand- 
ard of living. If 
we have the cour- 
age to see this pres- 
ent situation 
through, we will 
have greater pros- 
perity in the end,” 
he continued. 
Basing his talk 
on excerpts of 
George M. Verity’s 
paper on “Building 








Members of the Board of Directors of the Armco Distributors’ Association 


of Columbus, Ohio, who spoke on 
“Proposed Trade Practice Confer- 
ence of Sheet Metal Jobbing In- 
dustry.” 

Short talks were made by Mr. F. 
B. Milhoan, Chicago district man- 
ager; C. M. Spear, New York dis- 
trict manager, and N. L. Pierson, 
Jr., district manager of the St. Louis 
office. They all spoke briefly of the 
benefits to be gained from contacts 
and co-operation brought about by 
the association, and brought in vari- 
ous references to certain of the talks 
made during the day. 

Reports Heard 

George, O. M. Johnston of the 
McClure-Johnston Company, secre- 
tary-treasurer of the association, 
gave his report, as did G. W. Breiel, 
the managing director. A. W. 
Howe announced the appointment 
of the nominating 
and auditing com- 
mittees. 

After a luncheon 
in the Armco cafe- 
teria the group re- 
convened to hear 
C. L. Kinsbury, 
controller of the 
American Rolling 
Mill Company, 
speak on “Building 
a Business for 
Profit.” 

George Thes- 
macher of Thes- 
macher & Reister 
Company, Cleve- 
land, then gave a 
masterful talk on 
“How a Sheet 
Metal Contractor 
Looks Upon a Dis- 


for Profits on Con- for 1930: G. L. McKewin, Farwell, Ozmun, Kirk & Co., St. Paul, Minn.; tributor.” He stated 
sumer Good Will,” 0. J. Arnold, Arnold & Co., Baltimore; Robert W. Bartram, Robert Bart- many of the mutual 
which he read, Mr. ram, Ltd., Montreal, Canada; George O. M. Johnston, McClure-Johnston, problems of the as- 


Hook in a _ short 
but clear-cut man- 


Pittsburgh; G. F. Ahlbrandt, Armco General Manager of ‘Sales, Ex-officio sociation in a clear- 
member. Front Row: Bruce Haines, Hammond Sheet Metal Co., St. Louis; 
J. H. Christman, Milcor, Milwaukee; Quincy W. Wales, Brown-Wales Co., 


cut manner and 
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closer together with one of the most 
comprehensive speeches of the con- 
vention. 


The Second Day 


Discussion of their mutual prob- 
lems in the merchandising field fea- 
tured the session of the Armco 
Distributors’ Association on the 
morning of the second day. 

Discussions by representatives of 
the various distributors’ organiza- 
tions kept all interested until after 
11:30, when G. W. Breiel, manag- 
ing director of the association, took 
the floor to present the budget for 
1930. 

The final speaker on the morning 
program was Harry Mercer, assist- 
ant to the director of publicity of 
Armco, who outlined the advertis- 
ing campaign of the American Roll- 
ing Mill Company, showing what it 
is planning to do that would ma- 
terially aid the distributors in their 
sales campaign for 1930. 

At the afternoon session the an- 
nual election of officers resulted in 
©. W. Wales of the Brown-Wales 
Co., Boston, being seated as presi- 
dent for the coming year; J. H. 
Christman of the Milwaukee Cor- 
rugated Co., Milwaukee, chosen vice 
president, and George O. M. Johns- 
ton of the McClure-Johnston Co., 
Pittsburgh, re-elected as_ secretary 
and treasurer. 

Election in the executive commit- 
tee resulted in the choosing of Bruce 
Haines of the Hammond Sheet 
Metal Co., Hammond, Ind., as a 
new member, and the re-election of 
A. W. Howe of the J. M. and L. A. 
Osborne Co., Cleveland, and George 
O. M. Johnston of the McClure- 
Johnston Co. 

In the contest of the board of di- 
rectors, QO. W. Wales, association 
new president, was re-elected, and 
O. J. Arnold of Arnold & Co., Bal- 
timore, and H. B. Thompson of 
Conklin Tin Plate & Metal Co., 
Atlanta, Ga., were named as new 
members. 

F. O, Schoedinger, after the com- 
pletion of the scheduled program, 
on behalf of the association pre- 
sented a golf bag and complete set 
of clubs to A. W. Howe, who has 
served as president of the associa- 
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tion for the past five years. In pre- 
senting the golf clubs he paid tribute 
to the fine work that Mr. Howe has 
done in behalf of the organization, 
commenting especially on his fine 
leadership. 





Portland, Oregon, Passes 
Furnace Code, with 
Provision for Inspection 

Citizens of Portland, Oregon, are 
assured of getting sufficient heat in 
their homes from now on. The Port- 
land City Council recently passed 
a Furnace Code. 

In commenting on the passage of 
this code ordinance, J. A. Thurlow, 
manager of the Lennox Furnace 
Company branch in Portland, Ore- 
gon, said: “This city has suffered 
for years, probably more than any 
other through inefficient methods of 
installation, low prices and a general 
undermining of the business, mak- 
ing the situation almost unbearab!e. 
The consequence was that some 
legislation was found absolutely nec- 
essary in order to protect the con- 
sumer as well as to promote the best 
interests of the dealers who were 
trying to do good work. 


“Proper and honest inspection 
will, of course, be necessary if re- 
sults of a lasting character are to be 
gained. Without this inspection 
feature the mere passage of the code 
is worthless. It now remains to be 
seen whether the inspection will be 
carried out as it is incorporated in 
the measure passed.” 

A report appearing in one of the 
local newspapers of Portland reads 
as follows: 

“Furnaces that are installed in 
houses hereafter will have to be 
large enough to heat them properly, 
the city council having passed a code 
that is intended as a protection to 
the home owner. 

“Commissioner Barbur reported 
numerous complaints from home 
owners who could not get any ac- 
tion from the furnace companies 
when their furnaces did not heat, 
and said that the only way left to 
the buyer was to sue the company 
and many could not afford to do 
that. Tom Clark reported that in 
some instances the furnace man had 
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run short of pipe and left it out, 
covering the bare space with asbes- 
tos paper, and said that the new code 
followed the national heating code 
and the practice in the east.” 





Wisconsin Sheet Metal 
Men Preparing for Grand 
Convention in 1930 

The 16th annual convention of 
the Master Sheet Metal Contrac- 
tors’ Association of Wisconsin will 
be held at the Hotel Schroeder, Mil- 
waukee, February 3 and 4, 1930. 

No time or effort has been spared 
to make this an outstanding conven- 
tion. Negotiations are being made 
to get speakers of note to talk on 
the important subjects of interest to 
the trade, such as furnace work, 
ventilating, modern methods of con- 
ducting business, etc. Free theater 
parties are being planned and many 
prizes will be given. 

Invitations are being extended to 
all sheet metal contractors in the 
state, members and non-members. 

The entertainment committee also 
has planned an elaborate banquet 
and dance with many _ valuable 
prizes. 


Central Alloy 
Formally Takes 
Over Interstate 


Acquisition of the Interstate Iron 
& Steel Co., Chicago, by Central 
Alloy Steel Corporation, Massillon, 
Ohio, has become effective with the 
transfer of Interstate assets, it is 
announced by F. J. Griffiths, chair- 
man of Central Alloy. Work of co- 
ordinating sales and production ac- 
tivities of the two companies will 
begin at once, Mr. Griffiths said. 

With the acquisition of the Inter- 
state properties, assets of Central 
Alloy Steel Corporation are in- 
creased approximately $17,000,000 
to a total of more than $92,000,000. 
Total ingot capacity of the Massil- 
lon company will be 1,938,000 tons, 
including an addition of 396,000 
tons representing Interstate’s capac- 
ity. 

Interstate has three plants in East 
Chicago. Its properties include over 
300 acres and one mile of frontage 
on the Calumet River. 
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Closeup of Copper Flashings that Ran 


Into Big Tonnage 


ANUFACTURING and_in- 

stalling copper flashings on 
175 saw-tooth skylights, putting in 
place adjustable ventilating louvers 
and placing four large stack venti- 
lators may not seem like much of 
a sheet metal job in the abstract, 
but when it becomes known that 20 
tons of 16-ounce step copper was 
used on the flashings alone, one be- 
gins to realize that it was a sheet 
metal job of considerable propor- 
tions. And that is one of the ways 
in which sheet copper is serving the 
printing industry. 

This work referred to was in- 
stalled on the new plant of the 
W. F. Hall Printing Company, 4600 
Diversey Avenue, Chicago, by 
Frank Staar & Sons, sheet metal 








contractors at 1473 
North Halsted street, 
Chicago. 





Skylights are used 
for various purposes 
—some to admit light 
and air, others to ad- 
mit light alone, the 
ventilating — require- 
ments of the building 
being taken care of 
by mechanical means. 
This latter is the case 
in the plant of the W. 
F. Hall Printing 
Company. 

About a year or a year and a half 
ago the W. F. Hall Printing Com- 
pany decided that they would need 
a new plant. And, of course, every- 
thing was to be strictly modern not 
only with the plant itself, but with 
the placement of machinery and 
other facilities for the convenience 
of the workers. The one require- 
ment which concerned the architects 
most was the matter of admitting 
sufficient light into the building so 
that the workers would be enabled 
to carry on at the utmost efficiency 
and advantage. For such purposes 
the saw-toothed skylight is particu- 
larly adapted. 

The building itself runs north and 
south, making it convenient to place 
the skylights east and west and 
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stry Utilizes Services of 
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utilizing the north 
light. One of the ac- 
companying _ illustra- 
tions shows the end 
of one of the sky- 
lights and giving the 
reader a good idea of 
the flashing work that 
was done. Here the 
post, end and _ roof 
lashings are shown. 


In another illustra- 
tion is shown the cop- 
per overflows, the cop- 
per condensation gut- 
ters, and the ridge 
flashings. These ridge flashings are 
invisible, although they make up a 
very important part of the job. The 
flashings are secured with copper 
nails in some instances and with 
cleats in others. 

In another illustration are shown 
two 24-inch Aeolus ventilators. 
There are two other 36-inch venti- 
lators of the same make being in- 
stalled over the transformer house. 
It should be explained that the 
W. F. Hall Printing Company is 
now making an addition to the 
building erected last year, and the 
Frank Staar Company has the con- 
tract for the additional flashing and 
other sheet metal work on the addi- 
tion. The transformer house is lo- 
cated in the new addition and is 





Metal Ventilators Help Keep Impure 
Air Out of Shop and Office 


equipped with movable sheet metal 
louvers near the floor in addition to 
the two 36-inch ventilators on the 
roof, so as to insure perfect circu- 
lation of the air around the trans- 
formers. 

Another illustration will give the 
reader some idea of the immensity 
of this building and the sheet metal 
work upon it. This illustration 
shows a veritable sea of saw-toothed 
skylights, and those to be seen here 
represent less than half of the total 
number already installed and in the 
process of being completed. 

The skylights themselves are con- 
structed of steel framework covered 
with heavy glass on the north side 
and a layer of insulating materials 


(Continued on Page 66) 
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ACT NOW ... BEFORE IT’S TOO 


LATE # 


Join the live 
MANUFACTURERS 
and 
JOBBERS 
who are determined 
to make 

1930 

A Profitable Year 


IME IS ALMOST UP—FORMS CLOSE 
MIGHTY SOON for the greatest Warm Air 
Furnace Annual in the history of the trade. 


New features, new ideas—every phase of the indus- 
try will be covered in this Annual as well as in every 
issue of AMERICAN ARTISAN throughout the 
year with the spotlight on sales, installation and 
service of all types of warm air heating—gas, oil, 
coal, forced air; using the various mechanical 
accessories. 


Every reader a warm air heating contractor who is 
alert to his opportunities—a desirable prospect for 
every manufacturer who sells to the warm air heat- 
ing industry. 


es Wer Be inthe BIG Show 
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Grant Credit Only to Customers Who 
Prove Worthy of Privilege _ 


Learn How to Say No When Facts 
Prove Necessity of Such Action 


REDIT is the foundation of to- 

day’s business structure even 
more so than at any other time in 
the nation’s history. Installment 
selling has spread to almost every 
phase of merchandising. Even the 
large retail department stores in the 
city of Chicago who a few years 
ago looked askance at that form of 
merchandising and frowned upon it 
have turned to it. And the credit 
manager of one of the “snootiest”’ 
of these large department stores re- 
cently told me that since his store 
had adopted the system of giving 
credit where patrons asked for it, 
the store’s 


He must now exercise greater care 
in selecting from his customers 
those to whom he will extend the 
privilege of purchasing their goods 
on the installment plan. 

In order to do a successful credit 
business you must have a good, 
sound workable credit policy. Each 
store should determine its own 
credit cost, and put in force a policy 
that is suitable to its own trade ter- 
ritory, because a credit policy that 
is practical in one community would 
perhaps not be practical for another. 

Learn how to say No. That is 
the most important thing in credit 


months, and to be successful the 
monthly payments have to be 
watched and not allowed to lapse 
for any length of time or a loss is 
liable to occur. 

More time and attention should 
be given to outstanding accounts. 
Sending out statements and remind- 
ers at least once a month will help 
to keep this fresh in the debtor’s 
mind, but more good can be done 
by personal talks and definite prom- 
ises as to when he will pay. 

The first step in credit granting 
ts to put on the books only cus- 
tomers that you thoroughly believe 


will make 








business has 
been greatly 








The only door to equal opportunity is education. All of the other fac- 
tors that make for equality of opportunity are insignificant compared to 


good credit 
performers. 
The _ second 
step is to 
eliminate 











increased. equal chance to obtain highest physical, moral and intellectual equipment 
The buying which American scholastic institutions afford—Herbert Hoover. 

public has 

been taught 


. to expect credit “terms” and there 


is nothing fundamentally wrong 
in this type of merchandising so 
long as the purchaser does not go 
in so deep that he can’t meet the 
payments. In fact, if it were not 
for the installment selling, few peo- 
ple would be able to enjoy many of 
the things which make life less drab 
for them. 

Some men have criticized the sys- 
temas encouraging the spending of 
money unnecessarily or too freely 


. by those who can least afford to 


spend it. Fortunately the majority 
of people have come to believe that 
the advantages far outweigh the 
faults, and the incontestable fact is 
that the system has come to stay. 
It is here, and those who refuse to 
take cognizance of that fact are sim- 
ply cutting themselves out of a lot 
of opportunities to do profitable 
business. 

The advent of the installment 
method of purchasing has thrown 
an additional burden upon the seller. 


granting ; to know how to decline. 

If I have an applicant for credit 
thut is good but slow, I will not 
necessarily turn him down, but I 
will have a frank conversation with 
him and have him promise when he 
wil! take care of it. I will mark 
this date down on the sales slip so 
that he notices it. Then he will be 
more likely to come in and take care 
of it at that time. 

I have also had some come in and 
buy some merchandise and then ask 
to have it charged for one or two 
weeks. If they are not well known 
to me I will question them as to 
how they expect to pay at that time, 
ani if they can’t tell me of some 
definite way of taking care of it, I 
will decline, as the principal thing is 
not to take any unnecessary chances. 

Installment selling has become 
very popular of late. The terms 
should. be conservative and the 
down payment not less than 33% 


per cent. The standard payment’ 


period not to extend over six 


those who 
prove to be otherwise. 

Those warm air furnace dealers 
who attended the dealer meeting of 
the Premier Warm Air Heater 
Company at Dowagiac, Michigan, 
received some valuable pointers on 
this phase of marketing warm air 
beating systems. 





W. S. Ellis New 
Philadelphia Manager for 
Richardson & Boynton 

Richardson & Boynton Company 
have recently announced the ap- 
pointment of R. Wesley Barcus as 
manager of their Philadelphia 
branch cperating in control of the 
southeastern territory. 

Mr. Barcus was connected with 
the American Radiator Company 
prior to 1921, later with the Niag- 
ara Company, finally going with the 
National Radiator Company, where 
he became well known to many in 
the trade in all sections of the 
country. 

This long familiarity and experi- 
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ence in the heating business and the 
close contact which it has entailed 
with the heating trade peculiarly fits 
Mr. Barcus for his important duties 
in directing the business of the 
Richardson & Boynton Company in 
the southeastern division. 

He has extended to his many 
friends in the trade a warm invita- 
tion to use the facilities of his office 
at 1308 Arch Street, Philadelphia, 
for whatever services it can render. 
Do Your Warm Air 
Furnace Prospects 
Have Answers to These? 


The editor of the Johnstown 
Democrat, Johnstown, Pennsyl- 
vania, in conducting a booster cam- 
paign for the local merchants and 
industries, asked the following ques- 
tions of his readers: 

“Tf defects develop in your heat- 
ing plant, what recourse have you? 
Will the mail order house make 
good ? 

“Did the price you paid the mail 
order house include delivery into 
the home? 

“Did the price paid include in- 
stallation ? 

“Was provision made for making 
up heat losses in accordance with 
the size of the various rooms in the 
house? Or are all the furnaces the 
same size? 

“Has the plant given satisfaction ? 
If it does not give satisfaction, what 
can you do about it?” 

These questions might well be 
asked by other warm air furnace in- 
stallers whenever the mail order 
house competition is met with. 





Split Delivery System 
Held to Be Illegal by 
U. S. Shipping Board 

The practice of split delivery of 
commodities among two or more 
consignees, by intercoastal shipping 
lines, at full carload rates is held to 
be illegal by the United States Ship- 
ping Board, under an order issued 
December 5 instructing 16 steam- 
ship lines to abstain from such 
practices. 

So-called split delivery constitutes 
the allowing of full carload rates on 
shipments to be divided among 
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two or more consignees. In its de- 
cision the board holds that such 


practices are “unduly prejudicial” to + 


solid carload receivers, and are in 
violation of section 16 of the ship- 
ping act of 1916. | 

Furnace manufacturers who 
signed the pledge to live up to the 
21 resolutions of the Furnace Insti- 
tute will find this attitude toward 
split shipments to contain an inter- 
esting trend. 





Are Your Taxes Paid 
When You Give a Check? 
Maybe Yes, Maybe No 

A check taken without receipt for 
the payment of taxes, drawn on a 
bank which failed before the check 
was cashed, does not extinguish the 
liability for the taxes, and the col- 
lector is justified in asserting a tax 
lien against the property, the attor- 
ney general of Fiorida, Fred H. 
Davis, has informed a taxpayer. 

If a receipt had been given, Mr. 
Davis ruled, the taxpayer would 
have been protected regardless of 
whether the collector realized on the 
check or not. 

The full text of the ruling fol- 
lows: 

Dear Sir: This will ackhowledge 
receipt of your letter of December 
2, relating to the controversy you 
have there with the tax collector 
concerning payment of your taxes, 
which was made by check drawn 
upon a bank just before it failed 


and which check was not cashed by - 


the tax collector before the bank 
closed. 


From your statement it appears 
that the tax collector accepted your 
check subject to collection, other- 
wise he would have issued you a re- 
ceipt for your taxes at the time you 
gave him the check. If he did issue 
such receipt you are, of course, pro- 
tected regardless of whether or not 
he ever realizes on the check you 
gave him, but if he did not issue 
the receipt, then he was entirely 
within his legal rights in selling 
your property for nonpayment of 
taxes. 

It occurs to me that your only 
remedy now is to secure relief 
through the legislature by having 
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the legislature pass a special bill at 
the next session authorizing the 
clerk of the Circuit Court and 
comptroller to cancel certificates 
now held by the State. 


As I have pointed out above, un- 
less you obtained a receipt from the 
tax collector when you gave him 
your check, the tax collector not 
only had the right, but it was his 
duty to sell your land for taxes un- 
less the check was cashed, unless he 
was willing to assume personal 
liability for it, as he stands charged 
on the books with the amount of 
the taxes assessed against you. It 
may be that you would have a good 
cause for action against the tax col- 
lector personally for negligence in 
failing to promptly cash your check, 
but that is a matter about which I 
can express no opinion. 





Food for Thought for 
Those Who Use Direct 
Mail Advertising 

At a meeting of the Direct Mail 
Advertising Association in Cleve- 
land, Ohio, recently, Kenneth Col- 
lins, executive vice-president : and 
director of publicity of R. H. Macy 
& Company, Inc., New York City, 
revealed some astounding figures on 
the extent of the advertising ex- 
penditures in the United States and 
took occasion to compare the results 
of different forms of advertising, 
pointing out the wastefulness of 
some of them. 

“Approximately $1,500,000,000 
was spent on advertising in the 
United States last year,” Mr. Col- 
lins said. “It has been estimated 
that 20 cents of every dollar went 
into some form of direct-by-mail 
advertising. We are concerning our- 
selves, therefore, with the expendi- 
ture of about $300,000,000. 

The speaker declared that the re- 
tailers of the country threw away 
more than their share of this $300,- 
000,000 in floundering about with 
direct by mail advertising, sending 
the wrong kind of mail matter and 
sending poorly prepared literature 
to claim the attention of the pros- 
pective customer. Some other fig- 
ures used by the speaker will be of 
interest. He said: 
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“Let us consider the defects of 
direct-by-mail .advertising in some 
details as they affect the retailer. In 
the first place, its cost per possible 
reader seems too high. You can 
place a thousand-line advertisement 
(which is about a half page) in 
every one of the 2,000 odd English 
language newspapers in this coun- 
try, reaching 38,000,000 readers, at 
a cost of $120,000. 

“If a penny postcard, exclusive 
of other costs, such as printing, han- 
dling and the preparation and care 
of lists, were sent to these 38,000,- 
000 people, the postage alone would 
amount to $380,000—more than 
three times as much, 


“A marked second disadvantage 
for the retailer of direct-by-mail ad- 
vertising as contrasted with news- 
paper advertising, is the manner in 
which it is placed before the reader. 
The average person doesn’t particu- 
larly enjoy reading advertising— 
especially the ill-conceived and 
poorly written and printed adver- 
tising that so many of us are guilty 
of producing. Yet in direct-by-mail 
the copy is thrust upon the reader. 
He doesn’t ask for it; he doesn’t 
want the nuisance of opening the 
envelope, even. The newspaper ad- 
vertisement, on the other hand, 
comes to him, alongside the columns 
of news which he has paid for, and 
which he wants to read. He is in 
a reading mood; he didn’t buy the 
newspaper to throw it in the waste 
basket. I am of the impression that 
there is an infinitely greater chance 
for him to read the advertisement 
in the newspaper than the advertise- 
ment that has been forced upon him 
through the mail.” 


This means that if you use this 
method of advertising, use it in a 
way that will be sure to interest the 
recipient. Some very pertinent facts 
on this subject were brought out in 
a recent article appearing in these 


pages. 





Milcor Establishes 
New York Office 

The Milwaukee Corrugating Com- 
pany, Milwaukee, Wisconsin, has 
established a New York district 
office in New York City. This office 
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is located at Room 418, Pershing 
Square Building, 100 East 42nd 
Street, New York City. J. A. Good- 
earl and Thomas O’Neil are in 
charge. 





Bituminous Coal Dealers 
to Guarantee B.t.u. 
Content to Consumers 

The Federal Trade Commission 
has authorized the holding of a 
trade practice conference with bitu- 
minous coal dealers of the Lake Su- 
perior region, the Commission an- 
nounced December 9 in a statement 
which follows in full text: 

Time and place for the meeting 
have not been determined, but Com- 
missioner Charles H. March is to 
be presiding officer. 


Fifteen or twenty large dock 
companies and dealers in bituminous 
coal will be represented at the con- 
ference and will seek to draw up 
rules of business practice concern- 
ing such subjects as the following: 

Standardization of sizes of bitu- 
minous coal; guaranteeing to buyers 
specific British thermal wnits or 
other contents of bitwminous coal; 
duplication by dock companies of 
contracts previously made by other 
dock companies with retail dealers 
or consumers; definition of cus- 
tomers of dealers as distinguished 
from customers of dock companies, 
that is, consumers from retail deal- 
ers; and uniform sales contracts. 





Natural Gas Supply 
Will Reduce Heating 
Rates in Three States 


A pipe line from the Louisiana 
gas fields to Atlanta, a distance of 
about 420 miles, for the purpose of 
furnishing natural gas to cities and 
industrial plants of Mississippi, 
Alabama and Georgia, will cost ap- 
proximately $25,000,000, according 
to statements presented by the At- 
lanta Gas Light Company to the 
public service commission. 

In complying with an order re- 
cently issued by the commission, the 
company has expressed a _ willing- 
ness to have its rates revised when 
natural gas becomes available for 
Atlanta patrons early in 1930, ac- 
cording to an oral statement by the 
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chairman of the commission, James 
A. Perry. The company now fur- 
nishes artificial gas. 

Under the proposed schedule, the 
reduction to the consumer will lie 
mainly in the fact that the greater 
heat content of natural gas will 
bring about a marked reduction in 
the amount used as compared with 
the present volume of artificial gas, 
according to the company’s presen- 
tation of the matter. The tentative 
rates would reduce the gas com- 
pany’s annual revenues about $275,- 
000, the commission has been told 
by rate experts. 

The proposed rates, according to 
the chairman of the commission, 
range from a reduction of 2.6 per 
cent for users of 100 cubic feet of 
gas per month, to a reduction of 53 
per cent for users of 100,000 cubic 
feet per month. The present charge 
for 100 cubic feet is $1.13 and the 
new charge would be $1.10; while 
the present chatge for 100,000 
cubic feet is $101.30 and the new 
charge would be $47.65. 





Understand Fully the Im- 
portance of Your Signature 
on the Dotted Line 

The time to think about a con- 
tract is before you sign, not after 
your signature makes the agreement 
binding. We all know that con- 
tracts are binding and that most of 
them are not subject to cancellation, 
but we are either too busy to give 
the matter the serious thought it 
deserves before we sign on the 
dotted line, or some high-powered 
salesman manages to paint such an 
alluring picture that our better judg- 
ment is temporarily suspended. 

When the day of reckoning 
comes, and that is one thing you 
can always depend upon, we can’t 
see why we ever signed the old con- 
tract anyhow. We didn’t want the 
merchandise or the service or what- 
ever it might be in the first place. 

We often hear about,a contract 
some man would like to cancel. He 
does not want to assume the obliga- 
tion it involves. But the next thing 
is how to cancel the agreement. It’s 
a difficult thing to do. Your name 
on the dotted line is your guarantee 
to uphold your part of the contract. 
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PRICE CUT- 
TING 
(Concluded from 


Page 53) 

It has been 
demonstrated 
that they will do 
this, not only in 
good times, 
when money is 
plentiful and 
goods are hard 
to get, but that 
they will do it in 
times not so 
brisk, when 
goods are plen- 
tiful and the al- 
lurements of the 
price cutter are 
strong. 

These _ state- 
ments are true. 

Therefore, the 
logical way to 
meet price cut- 
ting is by stif- 
fening salesman- 
ship and offer- 
ing the public 
quality, and 
demonstrating 
where the quality is, and showing 
why it is worth the money asked 
for it. 

In hardware and decorating ma- 
terials this element of quality means 
so much to the public that it is easily 
demonstrated. It means safety, 
freedom from repairs, long life, at- 
tractive design, economy in depreci- 
ation, economy of time and labor in 
the household, and other definite 
values. The difference between hon- 
est tools and materials and those 
offered by the price cutter is gen- 
erally visible to the average person 
when pointed out. 

The public knows this. It under- 
stands that profit margins have been 
whittled down to reasonable margins 
—often very narrow. 

People know this, thousands of 
them in every community, because 
they are today dealing with business 
adjustments of their own. 

But—along comes the price cut- 
ter and offers them a bait, and tells 
a story of his shrewdness in getting 
goods cheaper than others, or a hard 
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Copper Dome and Tower Installed by Frank Staar & Sons, Sheet Metal Con- 
tractors, on Rogers Park Episcopal Church, Corner Greenleaf Avenue and 


Ashland Boulevard, Chicago 


luck story of somebody’s failure. 

Did it ever occur to you ‘that his 
story is the chief stock in trade of 
the price cutter? He makes his 
story strong for that reason. If he 
simply cut prices, and waited for 
people to find it out, they would 
seldom make the great discovery. 

His strength is not in his price so 
much as the story he tells about his 
price. And generally that story has 
a hole in it somewhere. The hole is 
poorer quality or less conscientious 
work. 


But he gets away with his story 
because it is seldom disproved. 

Reputable merchants are tempted 
to meet his price. If not, they try to 
ignore him, and hope the public 
won’t fall for him. 

The one defense is to tell the story 
of good merchandise at reasonable 
prices. Not paying any attention to 
his prices, or his story, or himself. 
Just telling people, personally and 
by advertising, how good your 
wares are, how responsible you are. 

It takes a salesman to do that. 


Pe aaa Og 


Anybody can 
give merchan- 
dise way, but it 
takes knowledge 
of merchandise 
and knowledge 
of people to 
meet trickery 
with worth. It 
takes a salesman, 
and it takes a 
merchant with a 
policy in which 
he never loses 
7 faith for a mo- 
: é ment, because it 
is right. 





Measure your 
price competi- 
tion by this foot- 
rule and’ see if 
it doesn’t work 
out about as I’ve 
set forth—Re- 
print from Pat- 
ton’s Monthly. 
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PUBLISHING 

INDUSTRY 

(Concluded 
from Page 61) 
under paper roofing materials for 
the south side. 

Over the engraving room a large 
all copper skylight has been in- 
stalled. 

From this it is easily seen that in- 
dustrial sheet metal work is a very 
important item in the large metro- 
politan centers. And although there 
is nothing especially difficult about 
this particular job, its size alone im- 
presses one with the possibilities for 
profit to be had from the sheet metal 
business. 


CYLINDRICAL OBJECT 
(Concluded from Page 57) 


Fifth, cut the back 3/16 inch 
larger than the diameter of the 
scoop and turn a 3/32 inch burr in 
the burring machine. 

Sixth, snap the back on the scoop 
and solder it outside. 

Seventh, cut the handle to the re- 
quired length and width, hem it, 
form it to the proper shape and 
solder it to the back in the proper 
position. 




















WHO'S WHO, WHERE! 


VENTURA, CALIFORNIA—H. A. Duncan, 
1422 North Ventura Ave., reports busi- 
ness. good in that territory. He has the 
contract for the metal cornice and other 
metal work on the Bank of Italy at Ojai 
and the sheet metal work on the new Odd 
Fellows building at Oxnard, Cal. 


PortLanp, Ore.—J. O. Halverson has 
engaged in the sheet metal works busi- 
ness under the name of National Appli- 
ance Co. 

CALDWELL, Ipa.—E. L. Bell is report- 
ed to have purchased the tin shop of 
Alva Stockwell, 512 Main street. 

The Mueller Furnace Co., 394 East 
7th street, has warm air heating contract 
for residence at 1428 E. 30th street. 

SEATTLE, WasH.—Ed. C. Brown _ has 
sold his sheet metal works at 1514 West- 
ern avenue to W. R. and A. N. Herman- 
sen. 

The Occidental Sheet Metal Works, 
2310 Rainier, has the sheet metal and 
roofing contract for the Bethany Presby- 
terian Church. 

The Puget Sound Sheet Metal Works, 
3631 East Marginal Way, has the con- 
tract for galvanized metal counters for 
Security Market, Seattle, Wash. 

The Pacific Sheet Metal Works, 1618 
7th street, has the roofing and sheet 
metal contract for store building at 2104 
E. 65th street. 

The Copper. Radiator Corporation has 
been incorporated with a capital of 
$500,000, and will take over all the 
assets of the Swan Heating Co. 

Borst, Ipa.—Downey & Wilder, have 
been awarded the sheet metal contract 
for machine shop and creamery of T. O. 
Smith. 

MINNEAPOLIS, Minn.—The Midwest 
Roofing & Sheet Metal Co. has been in- 
corporated by E. H. Raymond, Albert E. 
Chalker and Carl M. Johnson. 

St. Paut, Minn.—The Metropolitan 
Roofing & Cornice Works, 372 Rice 
street, has been awarded the roofing con- 
tract for tire station of Cathcart & Max- 
field, Inc. 

Mapison, Wis.—Reinick & Kreuger, 
106 N. Frances street, has the sheet metal 
and heating contract for office building 
of Wisconsin Blue Print Co. 

Sroux City, S. D—The Sioux City 
Sheet Metal Works, 418 Court, has the 
furnace heating contract for Presbyterian 
Church in Miller, S. D. 

The Hawkeye Tin Shop, 209 S. Ist 
street, has the warmi air heating con- 
tract for residence of M. H. Jackson. 

A. J. Schultz & Son, 1102 S. 3rd street, 
has been awarded the warm air heating 
contract for residence of Frederick F. 
Shark. 

Davenport, [a.—R. Clausen, 617 W. 
2nd street, has the warm air heating con- 
tract for residence of Katherine Hage- 
mann. 

The Davenport Metal Specialty Co., 
1232 W. 5th street, has the heating con- 
tract for the residence of Jacob 
Schocker. 

Beatricr, Nes.—T. H. Rowlinson has 
the furnace heating contract for resi- 
dence of H. Jasperson. 

The National Cornice Works has the 
metal-covered door contract for addition 
to E. C. Wilson office building. 


The Yeager Sheet Metal Works, 3521 
Chestnut street, has been awarded the 
sheet metal work on addition to factory 
of The Barrow Corporation. 


OakLAND, Cat.—The City Cornice 
Works, 3119 San Pablo avenue, has the 
sheet metal contract for apartment build- 
rai of Mrs. E. J. Carrie, in Emeryville, 

al. 


San Mateo, Cat.—Izmirian Sheet 
Metal & Furniture Works, 416 2nd street, 
has been awarded the sheet metal con- 
tract for apartment building of Anita 
M. Reed, in Burlingame, Cal. 


SHAWNEE, Oxta.—The Adams Roof- 
ing Co. has been awarded the roofing 
and sheet metal contract for business 
building of Shawnee Morning News. 

Los AnGeLEs, Cat.—The Payne Fur- 
nace & Supply Co. has the furnace con- 
tract for residence of O. C. Field, at 
Palos Verdes, Cal. 


The L. S. Wilson Sheet Metal Co. 
has engaged in business. 

L. S. Wilson has the sheet metal work 
contract, and the National Cornice 
Works the kalamein work for gymna- 
sium at Alhambra, Cal. 

PasaDENA, Cat.—The Reliable Sheet 
Metal Co. has been awarded the heating 
and sheet metal contract for J. H. Fisher 
residence. 

GLENDALE, Cat.—The East Side Sheet 
Metal Works has the sheet metal con- 
tract for auditorium building at Frances 
E. Willard School, Pasadena, Cal. 

Asuianp, Ky.—The J. W. Harvey 
Sheet Metal Works, Inc., has been char- 
tered, with a capital of $10,000, by J. W. 
Harvey and James L. Smith. 

BIRMINGHAM, ALtaA—The Mann & 
Nuss Co., 2313 Fifth avenue, has been 
awarded the sheet metal and roofing 
contract for Barnwell Gymnasium in 
Tuscaloosa, Ala. 

DisHMAN, Wasu.—The Brod Oil 
Burner Co. has engaged in the manufac- 
ture of heating devices with a capital of 
$5,000. Incorporators are J. F. and M. 
Brod and J. J. Marischal. 

PortiaAnp, Ore. — The Everlasting 
Weatherstrip Co. has been incorporated 
with a capital stock of $5,000, to manu- 
facture metal weather strips, by James 
L. Henderson, J. R. Lynch and S.* Lind- 
stadt. 

The Broadway Sheet Metal Works, 
414 Vancouver Avenue, has the roofing 
contract for college buildings for Maryl- 
hurst College, Oswego, Ore. 

Camas, WasH.—The Arrow Sheet 
Metal Works has been awarded the roof- 
ing and sheet metal work for Robert 
Stoller apartment building. 

SEATTLE, Wasu.—The Standard Sheet 
Metal Works, 1601 Eastlake, has been 
awarded the sheet metal and roofing con- 
tract for warehouse of the pioneer Sand 
& Gravel Co. 

St. Lours, Mo—Huber & Richardson, 
3744 St. Louis Avenue, have been award- 
ed the sheet metal contract for $1,000,000 
Oscar Johnson Institute and McMillan 
Hospital at Washington University. 

Pato Arto, Cat.—The Spangel Sheet 
Metal Works has been awarded the sheet 
metal contract for Sunday school build- 
ing for First Church of Christ, Scientist. 

San Francisco, Cat.—The Ideal Cor- 


Butte, Mont.—The Butte Tin Shop, 
East Galena Street, has the warm air 
heating contract for residence of P. E. 
Crowley. 


nice Co., 1038 Howard Street, has the 
sheet metal contract for extensive re- 
modeling of the A. Carlisle Co. store 
building. 

LiBerAL, Kas.—Smith & Edwards have 
the sheet metal and plumbing contract 
for addition to Christian Church. 


Arkansas City, Kas.—The Miller 
Tin Shop has the contract for heating, 
ventilating and sheet metal work for du- 
plex and Ethel Duvall. 


Fremont, Nes.—Rumps Furnace & 
Hardware Co. has the contract for heat- 
ing and ventilation of the new school 
building at that point. 

Warertoo, Ia.—The L. E. Glaze Fur- 
nace & Sheet Metal Construction Co., 
811 Commercial Street, has the warm air 
heating contract for residence of G. V. 
Bellinger. 


The Ejickelberg Furnace Shop, 102 
East 5th Street, has been awarded the 
hot air heating contract for residence of 
F. B, Hudson. 


Los ANGeLtEs, Cat—The Burbank 
Sheet Metal Co. has been awarded the 
sheet metal work for J. B. McGillard 
garage building. 

The Payne Furnace Co. has been 
awarded furnace contracts for residences 
of Harold D. Leslie, G. C. O’Connell, 
Ada Marchant, and duplex dwelling of 
Max Factor. 

The Main Cornice Works has been 
awarded the sheet metal work on new 
branch library building. 

San Francisco, Cat.—Morrison & 
Co., 74 Duboce Ave., has been awarded 
the sheet metal work on Roman Catholic 
Church. 

The Western Blow Pipe and Sheet 
Metal Co., of which J. H. Fluegger is 
president, 2530 S. 7th Street, has in- 
creased its capital stock to $51,000, and 
will expand. 

Wasurnecton, D. C.—J. F. Sidel, 5628 
Georgia Avenue, has the sheet metal 
contract for $175,000 office building of 
American Building Association. 

BattrmorE, Mp.—The Wm. E. Cotton 
Co., 1525 Lamont Avenue, has been 
awarded the sheet metal contract for 
$1,000,000 extension to Government Print- 
ing Office, Washington, D. C. 

Winston-Satem, N. C.—The Budd- 
Piper Roofing Co., 115 W. Chapel Hill 
Street, has been awarded the sheet metal 
and roofing contract for North Junior 
High School. 








Address of Peninsular Stove 
Company 
From Success Heating Company, 29 
West Spring Street, Chippewa Falls, 
Wisconsin. 


Please give us the address of the 
Peninsular Stove Company. 
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Ans.—Fort and Trumbull Streets, 
Detroit, Michigan. 
Address of Higgin Mfg. Co. 


From W. A. Kuehl, 42 South Butrick 
Street, Waukegan, Illinois. 


Can you give me the address of 
the Higgin Manufacturing Com- 
pany, makers of removable screens 
for hollow metal windows ? 

Ans.—Washington Avenue, New- 
port, Kentucky. 

“Lundy” Cutter. 


From C. D. Lyford, Frazee, Minne- 
sota. 


Can you tell me where to obtain 
brake shear made by the Lundy- 
Grandland Company of River For- 
est, Illinois? 

Ans.—This concern is out of busi- 
ness, but you can secure this cutter 
from the Maplewood Machinery 
Company, 2638 Fullerton Avenue, 
Chicago. 

Address of Newman Mfg. Co. 

From J. G. Strawn, 9025 Plymouth 
Street, Oakland, California. 

Please inform me where the New- 
man Manufacturing Company, mak- 
ers of grilles, is located. 

Ans.—416 Elm Street, Cincinnati, 
Ohio. 

Rustless Iron Corporation. 


From Bloomingdale Sheet Metal 
Works, 1750 North Kedzie Avenue, 
Chicago. 


Please give me the address of the 
Rustless Iron Corporation’ of 
America. 

Ans.—122 East 42nd _ Street, 
New York City, with Chicago office 
at 310 South Michigan Avenue. 

Notching Snips. 


From Walter H. Ziegler, 207 North 
Hackley, Muncie, Indiana. 


Where can I purchase notching 
pliers or snips. 

Ans.—Equipment Supply Com- 
pany, 542 West Washington Ave- 
nue, Chicago. 

“Robertson” Puttyless Skylight. 


From Henry M. Joda, 1635 South 
State Street, Chicago. 


Can you tell me who makes the 
“Robertson” Puttyless skylights? 

Ans.—H. H. Robertson Com- 
pany, Pittsburgh, Pennsylvania. 

Address of Danville Stove Co. 


From R. L. Spellerberg & Son, 343 
ed Eighth Street, Dubuque, 
owa 


Kindly tell me if the Danville 
Stove Company is still in existence? 
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Ans.—Yes—at Danville, Pennsyl- 
vania. A complete line of their 
products and repairs is handled in 
this territory by W. D. Sager, 330 
E. North Water Street, Chicago. 

“Wayne” Oil Burner. 

From Sheet Metal and Welding 
Works, 630 Palm Street, Jackson- 
ville, Florida. 

In your November 30th issue on 
page 176 is an article showing an 
ad referring to the “Wayne” oil 
burner. Can you tell us who makes 
this burner? 

Ans.—Wayne Home Equipment 
Company, Fort Wayne, Indiana. 

Sheet Metal School. 

From H. E. Griffin, Bedford, Indiana. 
Please tell me where I can learn 

sheet metal work. 

Ans.—St. Louis Technical Insti- 
tute, 4543 Clayton Avenue, St. 
Louis, Missouri. 





White Mfg. Co., St. Paul, 
Has Automatic 
Temperature Control 


The White Manufacturing Com- 
pany, St. Paul, Minnesota, have de- 
veloped and placed upon the market 
the Master heat regulator for use 
in warm air furnaces. This regu- 
lator embodies what is known as 
the gradual control principle in 
which a thermo-wafer provides the 
motivating factor. . Temperature 
changes act upon this thermo-wafer, 
causing it to expand and contract. 
It is operated by electricity. In op- 
eration the action of the thermo- 
wafer is imparted to a contact fin- 
ger, causing it to move over a series 
of contact segments, thus starting or 
stopping the motor. 

It is made in two-models ; namely, 
the plan thermostat and the clock 
thermostat. The clock model is pro- 
vided with an 8-day clock which au- 
tomatically sets the control lever 
back at night and up again in the 
morning. An additional feature is 
that the timing mechanism may be 
changed to lower the temperature at 
any half hour interval between 5 
p. m. and midnight or raise it be- 
tween 3a.m.and 10 a.m. The day 
and night setting of the control lever 
is controlled by two stop levers 
which may be set for any temper- 
ature. 
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Kentucky Hardware and Implement 
Association Convention, Brown Hotel, 
Louisville, BF sages 14, 15, 16 and 17, 
1930. J. M. Stone, Secretary, 200 Re- 
public uilding, Louisville. 

Texas Hardware and Implement As- 
sociatoin Convention and Exhibition, 
Houston, January 21, 22 and 23, 1930. 

Indiana Sheet Metal and Warm Air 
Heating Contractors’ Association, Hotel 
Denison, Indianapolis, January 21, 22 and 
23, 1930. Paul R. Jordan, 631 South 
Delaware Street, Indianapolis, Executive 
Secretary. 

American Society of Heating & 
Ventilating Engineers and —. 
tional Heating and [Frome —o 
sition, igs age pew? January to MA, 
1930. utchison, 29 West 39th 
Street, New York, Secretary. 

Missouri Retail Hardware Association 
Convention and Exhibition, New Hotel 
gee St. Louis, January 28, 29 and 
30, 1930, F. X. Zecherer, Secretary, 5106 
North Broadway, St. Louis 

Indiana Retail’ Hardware Association 
Convention, Manufacturers’ Building, In- 
diana State Fair grounds, I lis, 
January 28, 29, 30 and 31, 1930. F. 
Sheely, Secre 911-913 Meyer Kiser 
Bank Building, ndianapolis. 

Wisconsin Sheet Metal Contractors’ 
Association, Hotel Schroeder, Milwau- 
kee, February 3 and 4, 1930. W. A. 
Belau, 317 McKinley Avenue, Milwau- 
kee, Wisconsin, Secretary. 

Ohio Hardware Association Conven- 
tion and erergeu yy Columbus, Ohio, 
February 4, 5, 6 and 7, 1930. James B. 
Carson, Secretary, 315 Mutual Home 
Building, Dayton. _ 

Wisconsin Retail Hardware Associa- 
me n, ilwauk pohicwer 1k hae 
torium, Milwaukee, Fe 
7, 1930. oe 


Stevens Point G. W. Kornely, Exhibit 
Manager, 1476 Green Bay Ave. Mil- 
waukee. 

Illinois Retail Hardware Association 
Convention and Exhibition, Hotel Sher- 
man, Chicago, February 11, 12 and 13, 
1930. Paul M. Mulliken, Managing Di- 
rector, Elgin. 

Towa Retail Hardware Association 
Convention and Exhibition, Hotel Savery 
and Des Moines Coliseum, Des Moines, 
February 11, 12, 13 and "14, 1930. AR R. 
Sale, Secretary, Mason City. 

Pennsylvania and Atlantic Seaboard 
Hardware Association, Atlantic City, 
New Jersey, February 11 to 14, 1930. 


Sharon Jones, Secretary-Treasurer, 
Wesley Buildin 17th and Arch Streets, 
Philadelphia, 


Pennsylvania Sheet Metal Contrac- 
tors’ Association, General Broadhead 
Hotel, Beaver Falls, Pennsylvania, 
February 18 to 20, 1930. Secretary, 
M. F. Liebermann, 1411 Merchant 
Street, Ambridge, Pennsylvania. 

Ohio Sheet Metal Contractors’ Asso- 
ciation, Toledo, Ohio, about the third 
week in February. Dates to be definitely 
set later. Secretary, J. M. Saunders, 
East 22nd Street and Prospect Avenue, 
Cleveland, Ohio. 

Illindis Sheet Metal Contractors’ As- 
sociation, Springfield, Illinois, April 8, 9, 
10, 1930. arles L. Radtke, 1049 East 


8th Street, La Salle, Illinois, Secretary. 








RANDOM NOTES 
AND SKETCHES 


A Slight Difference. 

The Waiter at Deshler-Wallick 
Hotel, Columbus, Ohio: “Did you 
have split pea or barley soup, sir?” 

W, A. Rummel, 2923 Mishawaka 
Avenue, South Bend, Indiana.: “I 
don’t know; it tasted mostly like 
boiled soap.” 

The Waiter: “Oh, that was split 
pea, then; the barley soup tastes 
like glue.” 

* * 

J. C. Miles, vice-president of the 
Warm Air Furnace Fan Company, 
Cleveland, Ohio, came in to see me 
on Tuesday of this week. Mr. 
Miles looks as though the world 
were treating him very well. He is 
in perfect health and is approach- 
ing the holidays with great antici- 
pations. I think he must have seen 
his Christmas gifts already. 

ek ae 


L. C. Bailey of the Central Alloy 
Steel Company, Massillon, Ohio, 
dropped in to say a few words on 
Wednesday afternoon of this week. 
Mr. Bailey is supposed to be lo- 
cated at Massillon, but all the rest 
of the United States sees more of 
him than Massillon does, for prac- 
tically every time I see him he is 
either rushing off to some distant 
point on the compass or has just 
returned. 

; x ok Ok 

I have just learned that my old 
friend, L. M.. Millis, secretary and 
treasurer of the Security Stove & 
Manufacturing Company, Kansas 
City, Missouri, is slowly convales- 
eing froma bad attack of pneu- 
monia. I sincerely hope that he 
will be up and about in time to en- 
joy the Christmas holidays. 

aK ok ak 


I had the pleasure of meeting my 
old friend, L. G. Nye, down at Co- 
lumbus, Ohio, last week. Mr. Nye, 
as everyone in Ohio sheet metal 
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circles knows, is from Athens, 
Ohio. He has quite a lineup on 
ways of laying sheet metal roofing 
that is very interetsing. Every now 
and then someone tries to cross 
swords with him on paper, but they 
don’t generally get very far. I sure- 
ly enjoyed seeing Mr. Nye, because 
I missed him at the Ohio Sheet 
Metal Contractors’ convention there 
last spring. 

* aK * 

J. C. Lauber, South Bend, In- 
diana: “I can see right through that 
chorus girl’s intrigue, young man.” 

His Son: “I know, dad, but they 
all dress that way nowadays.” 

1K 2k aK 

The rolling-pin throwing contest 
was won by Mrs. Al Wagner, Chi- 
cago, who threw the rolling-pin 67 
feet. Mr. Wagner won the 100- 
yard dash for married men. 

oe 2 


A. L. Walters, St. Louis, will en- 
joy this one: 

The archbishop had preached a 
splendid sermon on the beauties and 
joys of married life. Two old 
Bridgets waddled slowly out at the 
close of the service. 

“Ah, ‘twas a fine sermon his 
rivrince was after tellin’ us.” 

“Indeed it was. An’ I wish I 
knew as little about it as he does.” 
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A group of furnace salesmen 
were swapping yarns about their 
radios at Columbus, Ohio, last week, 
in the lobby of the Deshler-Wallick. 
An old man had been listening 
silently. 

“Got a radio, old man?” asked 
one. 

“Yeah,” replied the old fellow. 
“T got a little two-tube affair. It’s 
a pretty good one, though.” 

“Can you tune out these little sta- 
tions with it?” 

“Well, I was listening to a quar- 
tet the other night, an’ I didn’t like 
the tenor, so I just tuned him out 
and listened to the three of ’em.” 

* *« * 


A dapper young squirt came 
fussily into the drug store and de- 
manded a good deal of attention for 
some trivial purchase. The lumber- 
ing old druggist stood for his im- 
pertinence good naturedly. Finally 
the customer said: “And get me 
some insect powder—that’ll work, 
mind you.” 

The druggist appeared to medi- 
tate, looking the young man’ over. 
“°Fraid I can’t sell that to you, sir. 
I don’t want to get into trouble.” 

“Trouble?” shrilled the young 
man, “what do you mean, trouble?” 

“Been an awful lot of suicides 
lately,” was the reply. 

* %*« * 


Landlady: “You always sing 
while you’re taking your morning 
shower, Mr. Allen. Why do you 
do that?” 

O. C. Allen, Pittsburgh: “The 
bathroom door won’t stay locked.” 
x * x 
“Would you like a sonata before 

dinner ?” 

Her guest gave a start of sur- 
prise and pleasure. 


“Thank you,” he replied, “I had . 


a couple on the way here, but I 
think I could manage another,” 
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Favorable Factors Buoy Sentiment 


Iron, Steel Output Recedes, But Improved Auto Demand, Broader Pig Iron 
Inquiry, and Heavier Tin Plate, Shape and Plate Specifications 
Encourage—Buying Absent in Non-Ferrous Metals 


‘MPROVEMENT in the tone of 

‘ the stock market last week was 
accompanied by some definite signs 
of betterment in business sentiment. 
If the Hoover conferences have 
done nothing else they have im- 
pressed upon the public mind that 
many important plans are under 
way for 1930. It seems probable 
that the lowest area of the current 
recession will be found in the 
months of November, December and 
January. 

At the close of last week stock 
market averages had recovered well 
over 35 per cent of the ground lost 
in the great break. Numerous 
shares have rebounded from 40 to 
100 per cent over their extreme 
lows. Panicky conditions have 
given way to a more normal state. 


Just as the decline in stock prices 
was swift so the letdown in activi- 
ties in a number of important indus- 
trial lines has been sharp. This is 
indicated by records now at hand 
for November for the iron and steel 
and the automobile industries. The 
crux of the situation is seen in the 
drop of November motor car output 
to an estimated figure of about 214,- 
000 cars and trucks for the United 
States and Canada. This was a de- 
crease of 67 per cent from the 
year’s peak. 

Effects of a further decline in 
iron and steel production this week, 
to about 63 per cent or the lowest 
level in two years, are mitigated by 
a number of favorable factors. 
Among them are a mild revival of 
demand from the automotive indus- 
try, renewed interest in pig iron, 
contemplation of important road- 
building projects in the Middle 
West, heavier specifications for tin 
plate at Pittsburgh and plates and 
shapes at Chicago, and a modest in- 
crease in the unfilled tonnage of the 
United States Steel Corp. 

These developments augur more 


for the first quarter than for the im- 
mediate situation, but they contrib- 
ute toward a confident attitude. 
There are indications that iron and 
steel operating rates will continue 
substantially as at present until 
Christmas. 
Pig Iron 

First signs of an improvement in 
the Pittsburgh pig iron market are 
noted this week, with a slight gain 
in spot orders and moderate revival 
of interest in forward requirements. 

Producers are attempting to hold 
down furnace stocks. 


Melters are seeking concessions 
on current orders but prices are 
steady. 

Prices announced for first quarter 
are $18.50, base, valley, for No. 2 
foundry and basic, and $19 for bes- 
semer and malleable, unchanged 
from prices in effect for the past 
seven months. 

Inquiries are received occasional- 
ly from western Michigan foundries 
which produce automotive castings, 
and a parts manufacturer purchased 
its first half requirements. 

Northern iron is steady at $20, 
furnace, for the base grades. 

New pig iron business is light at 
Birmingham. Shipments are steady 
and exceed production. Surplus, 
however, still is of considerable 
size. The price continues $14.50, 
base. 


Buying of nonferrous metals is 
almost entirely absent from the mar- 
ket, except in the case of lead. 

Prices, however, have shown very 
little change. Shipments have fallen 
off, due to the slower general busi- 
ness situation and seasonal causes. 
Copper 

Remarkable stability of price con- 
tinues despite the lightest new busi- 
ness in the domestic market for 
more than a year. 

Slack buying with a steady price, 
however, is nothing new to this mar- 


ket, as it has passed through several 
tests of similar severity. 

A little metal is sold now and 
then in the outside market at less 
than 18.00 cents, delivered Con- 
necticut, but it is so slight as to be 
of small consequence. 

Zinc 

Stocks of prime western metal in- 
creased nearly 6,000 tons last month 
to 63,061 tons, the largest in several 
years. 

This increase took place despite 
a reduction in output, as domestic 
shipments fell to the lowest point 
since 1925. Export shipments have 
fallen off this year so that in the 
past two months they have practical- 
ly vanished. 

Domestic shipments of 41,636 
tons in November brought the total 
so far this year over 548,000 tons, 
or more than 18,000 tons above the 
movement in the similar period last 
year. 

New business is slow. Most pro- 
ducers are asking 6.00 cents, East 
St. Louis, but some metal may be 
had at 5 to 10 points less. 

Tin 

Prices have moved up and down 
freely during the past week. 

The dominant factor in the situ- 
ation is lack of American consumer 
buying. Output continues as large 
as ever, despite recent rumors about 
curtailment. 


Prices a week ago were on the 
basis of 39.00 cents for spot straits, 
from which level they fell 5£-cent 
to the lowest in several years. 


On Monday they rebounded more 
than 1 cent, though there was no 
particular development in the situ- 
ation except that of less selling pres- 
sure in the market. 

Lead 

Sales continue the most active of 
the nonferrous metal group. Fair 
buying has been done on _ several 
days for December shipment. 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN is the only publication containing Western 
Metal, Furnace Supply and Hardware prices corrected weekly 


Note: These Prices Are Chicago 
Warehouse Prices of Metal, to 
Which Must Be Added Freight 
to Cities Outside of Chicago. 





METALS 





PIG IRON 
Chicago Fay., 
No. 3 


Southern ‘Pay. “No. 3: Soctece OS Oe 
Lake Superior Charcoal .. 27 04 
Malleable ......+..+.. cones ae Oe 


FIRST QUALITY BRIGHT 
CHA AL TIN PLATES 
Ic 20x28 112 sheets ..$32 56 
x BOEBS .nccccccs 60 
xx os 56 sheets... 14 6¢@ 
EK. 20x88 .cccccccccee 50 
XXX 20x28 ..... eseseoe au OO 


TERNE PLATES 


Per Box 
1C 20x28, 40-lb. 112 sheets $26 70 
IX 20x28, 40-lb. 112 sheets 29 70 
IC 20x28, 26-lb. 112 sheets 22 20 
IX 20x28, 26-lb. 112 sheets 25 20 
20x28, 20-lb. 112 sheets 20 35 
IV 20x38, 20-lb. 112 sheets 23 00 
“ARMCO” INGOT IRON PLATES 
No. 8 ga.—100 Ibs. ........$4 16 
8/16 in.—100 Ibs. .......... 4 06 
% in.—100 Ibs..........-6-. 8 86 
COKE PLATES 
3 80 Ibs., base, 20x28 $12 00 
Hoe meng 90 Ibs., base, 20x28 123 20 
Cokes, 100 Ibs., base, 20x28 12 40 
Cokes, 107 Ibs., base, IC 
20x28 ...... “2° 12 76 
as Me ettesc 26% 


Cokes, 155 ‘Tbs, base, x, 3 


56 sheedw . 
Cokes, 176 ips., base 3X, 
86 shosts 


MAb 





























cocee secece | 20 
ete .....-+--ee--- 10 36 


Base 10 per 100 Ibs. $3 36 
“aArmco” 50 ga. eer 100 Ibs. 4 15 
ONE rane COLD ROLLED 


LACK 
No. 18-20 ......per 100 Ibs. $3 86 
No. 23 ...... .--per 100 lbs. 4 00 
No. 24 ....0e00- tod 100 lbs. ‘ 06 
No. 26 ‘ .-per 100 Ibs. 4 15 
No. 27 .. ~---per 100 lbs. 4 20 
No. 38 .cccccccs per 100 Ibs. 4 30 
No. 39 .ccsccccs per 100 Ibs. 4 45 
No. 80 .....+-+- per 100 Ibs. 4 65 


“ARMOO” GALVANIZED 
“armco” 24....per 100 Ibs. $6 16 





GALVANIZED 
«+e-Per bee Ibs. $4 40 
.-per 100 Ibs. 4 55 
codasen per 100 Ibs. 4 70 
per 100 lbs. 4 75 
per 100 Ibs. 4 90 
per 100 Ibs. 5 15 
SR Paps per 100lbs. 56 26 
Gecedu per 100 Ibs. 5 40 
seesecue per 100 Ibs. 6& 80 
BAR SOLDER 
Warranted 50-50 per 100 lbs. i“ 00 
= Sr eetey per 100 Ibs. 27 00 
POS cb bdeccic ss per 100 Ibs. HH 50 
Sooners? Feeeee per 100 lbs. 23 00 
ZINC 
Oe Perey ery ee eee $7 35 
SHEET ZINC 
Lots (600 Ibs.)...... $12 00 
Bheet Lote ..cccccsccveces 14 00 
BRASS 
Sheets, Chicago base....... cone 


copersvercesoves 23%c 

Tubing, brazed, Chicago base 31%c 

EE. WE nn 4.5 Gaited qera e's on 0% 20%c 
Tubing, seamless, nee 

BAGO  seccccdcccdscces -.29%C 





UE AMI Yn aid sn 868% 45 1128%e 
Wire, Chicago base ‘ih tapes 24%c 
ME WEEE oh ass 6h 6 theocceads 23%c 
Rods, Chicago base ........ 22%ec 
WEE DADS Scwncecsvcvccssese 21%c 
ge Chicago maees°ss*-Etee 
SEB Ch OE ay SES c 

PE seamiess, Chicago 
Vebeeeeeesbbeqevetice 30%c 
tS dead sn 29\%e¢ 


LEAD 
American Pig. ....-.seeseeee $7 00 
WE  bcdcca bed bat thbsesneee 8 00 
TIN 
Bar WM: vc ciene per 100 Ibs. $46 00 
wee RR ccaewns per 100 lbs. 45 00 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES- 
SORIES. 
ASBESTOS 

a ge up to 1/16......6¢ per Ib. 

Roll board .......... T%c per Ib. 
Mill board 3/32 to fs @= per Ib. 
Corrugated wager: <e 

eq. ft. to roll)... ae 00 per roll 


BRUSHES 


Furnace Fe Cleaning 
Bristle with handle each $0 75 


Flue Cleaning 
Steel only, each ..... cvee BH 


| CEMENT, FURNACE 


American Seal, 6-lb. cans, net $ 45 
American Seal, 10-lb. cans, net 85 
American Seal, 26-1b. cans, pet 3 36 
PRONG .occcceces per 100 Ibs. 7 60 


Adams’ Revert 


Ww z. Price Dos. 

@ Moc cccccecBk. WR. cccccecSan OO 
6 im.........234 Ibs......26. 11 60 
7 im.....+++.80 Ibs......2.. 18 80 
5 00 


8 in........-38 Ibs. 
in... -61 1 





CLINKER TONGS 


Damper 
No-Rivet Steel, with tail 


Pieces, per eeeceee $9 60 
Rivet Steel, ith tail 
pieces, per gross........ 7 60 
Tail pieces, per gross..... 3 40 
Co. 
Pointed Roofing 
Ib. and heavier....per Ib. 40c 
»  ecccecceaveccceee am One 
SB Tr. cccccdvcsWdéccec pet mn 600 
be ccccceccccesces cee am See 
2 WR  cvcccaccdcccs cncDee C00 
CORNICE BRAKES 
Chicago Steel Bending 
Nos. Ee: eR er 
CUT-OFFS 
Gal., plain, round or cor. rd. 





ADAMS No. 1 CHECK 


Check and Collar Complete 
8 inch, each.......sseeeeee 2 00 


9 inch, each........seeeees 2 26 
End Check 
8 inch, each...... sevecccce' 2 OO 
9 inch, each.......... cocee Oe 
8 inch, each.......-.++. rr 60 
B. AMOR, OBER ecccocncccsceses 66 
No. 2 CHECK 
8 imch, each.....sseseeee- -- 1 00 
9 tnch, each.......... Seocoe 00 
Disc. Adams No. 
and No. 2 Check 
Diamond Smoke Pipe 


7 inch, Faget PA be 00 
8 inch, doZ......ccccceccese 8 30 
ay inc h, OOS ss Kak vocucen'ene 

DC, OORs 6 6 ebécnee cb 6 00 


Adams’ Sheet Metal 


7 inch, doz...... budddees cou $1 60 
8 MOM, GOS ccgecvccccens . 3 20 
©. BGs Gre ccdstccccvecee 2 60 
$0 St GBecinccdeiccsecdate 2 80 
13 inch, doz......... eeginreote 3 50 
36 WRG, Gees cidetenctinic 6 00 


EAVES TROUGH 


Galv. Crimpedge, crated. .75-10% 
Zinc, “Barnes”. ....cccccceee: 60% 


ELBOWS 
Conductor Pipe 


Galv. plain or corrugated, 
round flat Crimp, 


BO GORE a vcs tectescccescce 60% 
FS QED oe Cn Kececicccccess 45% 
ROMEO Ga ccctdocecocace -- 16% 


Galv. Terne Steel 
rie Rd. and Rd. Corr.: 


SB GO. cccccccccccccccce +26 
36 Ga. i Oe pE GT 
34 Ga. ...... ereccccccccces 15% 


Square Corrugated 


No. 28 Gauge ..... ovnceans vel 
26 Gauge ....... pesenessese H+ 
Portico Elbows 


Standard Gauge Conductor Pipe, 
plain or piers erry 

Not nested ....... see “Oe 

Nested Solid ...........70 & 6 


Sq. Corr., A. & B. & Octagon 


, “are Saanite cocccee SO® 
Portico 

BP, BG, BG siccvccccccccc. 
Copper 

16 oz., all designs......... 40% 
Zinc— 


All Btylew 2. cc ceee cence COW 


ELBOWS—Stove Pipe 


1-piece Corrugated. Uniform Blue 
“Milcor” No. 28 Gauge. Doz. 
6-inch Novpss S0aREs Gentes wale 4 
GHA ogee 4eccesecouneneess 
GRE: cccacedverccntees oéea0 i i 


Special Corrugated 
GOO bc Seecwccccccccccccecen Of 
71-inch 


Adjuéstable—Uniform Blue 
“Milcor” No. 28 Gauge. Uniform 


cocccccccecccssccsces Lb 60 


Blue. 
WE: .ccccekedceeccesocessace $1 60 
ee are cveoe 2 ee 
TRG Scccaccécccece de they 210 


woop FACES—60% off list. 


1726-6-12%4% (100 rods)...$28 68 
1948-6-14%% (100 rods)... 43 63 


FILES AND RBASPS 


Heller’s (American) ...... 50-10% 
American ..... ovcece eee 80-10% 
BRONDS codes céecviacons eee 50% 
Black Diamona coccesccc es FOG 

OD savecvens Ccccecscocesecee 
Great Western .......ssee0% % 
Kearney & Foot....... oes e 50% 
Nicholaon .......... Cdedeene x 


Geo. W. Diener Mfg. Co. Ba 
No. 02 Gasoline Torch, 1 
Qe. eccccccccescoce ooee8 6 18 


No. 9250, Kerosene, or 
Gasoline Torch, 1 qt... 6 6 


No. 10 Tinner’s Furn. 
Square tank, 1 gal..... 11 36 


No. 15 Tinner’s Furn. 
Round tank, 1 gal..... le 


eS x3 Gas Soldering Fur- -- 
Ceenecccce Segised r) 


No. 110 Automatic Gas 
Soldering Furnace .... 18 64 


GALVANIZED WARB 
ig oi (Galv. after made), 


CO eeecccesee secceces $2 ee 
bh ~4 7. aftey made). 
CO Cececcecccccccce 6 8 
TEE vee sngeubetocaacées 6 be 
GLASS 
Single Strength, A, all 
My oweeseedbacescaees 86% 
Single ~ ape a B, all 
Capen cecaseeedeese 87% 
Double ag A, all 
bebdethes bes<0ene 356% 
— Drape B, all 
svedisweedeard ss 87% 
HANGERS 
Conductor Pipe 
Milcor Perfection Wire..... 26% 


Milcor Triplex Wire.......16@ 
Eaves Trough 
Milcor Steel (galv. after 


forming) from List......50% 
Milcor Selfiock Bb. T. Wire, 
MOE slocowsennsénéeacecs 10% 
HOOKS 
Conductor 


“Direct Drive” Wrought 
Iron for wood «r 164 


HUMIDIFIER 
“Front-Rank,” Automatic 
In single lots..............608 
In lots of 10 or more... .66-5% 
In lots of 36 or more...60-10% 
Vapor pans, etc., each..... sea 
LIFTERS 
Stove Cover 
Coppered ........ per gro. $6 ee 
Alaska .......... per gro. 4 18 
MALLETS 
Tinners 
Hickory ..... «++-per dos. $3 38 
MITRES 
Galvanized steel mitres 
SE Mn tshdnenesieeekawakss te 
SE Aa. Nob On-00 canedvoes ces 60-26 
NAILS 
Cut Steel, base ........... $4 06 
Wire 
Common Wire, L. C. L..... - 330 - 
Cement Coated ......... oo. 3 20 


(Continued on page 72) 
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Anal Mie. Gey <.s.citg sn P00 0 v0 
Aeolus-Dickinson Co. 
Agricola Furnace Co.......... 
Alamo Heater Co...........+-. 
American Brass Co.......... ; 
American Fdy. & Furnace Co. 
American Furnace Co..... 
American Wood Register Co... 
Armco Distributors Assn. of 
AMEPICH .cncvacovecccssceses 


APex M005 30 Sas «8 TER oC oot 
Auer Register Co.............. 
Automatic Humidifier Co...... 
B 

i Bile Oo 5 ac ts basa es 
Barnes Metal Prod. Co........ 
Oe. B Coc bbak 6 eteee vs» evtites 
TROUT COR. Mia soe 0:0 nh 'n-0.00 o10 
Meetech & Obs «i 0s ep tineiows 

Brillion Furnace Co........... 
Brumtinse Woes ci 6h wk Mid ied 


~~ 
yewca | 


Burgess Soldering Furnace Co. - 


Cc 


Central Alloy Steel Corp....... 
Chicago Furnace Supply Co... 
Cleveland Castings Patterns Co. 
Connors Paint Co., Wm.... 


pe Sar ne, Sealey eae 
Dieckmann Co., Ferdinand 

Diener Mfg. Co., Geo. W...... 
Dreis & Krump Mfg. Co....... 
Dustless Ash Co........ Peale de 


mee VEE. OO sg os ee ee 
metied, | C.. Caw... Récsues Sree 


Pememer. Mise. D6: . co ss iv anccea 
Farris Furnace Co........¢.32. 
Forest City - Walworth Run 
DGY. CO.) cscs ss on char eeee 
Fort Shelby Hotel.......-:.... 
Pen Purnnce CG... cpscens 


Gerock Bros, Mfg. Co....:.... 


H 


Harvington & King Perf. Co... 
Ae Ro ee 
Heating Systems Corp......... 
Henry Furnace & Foundry 

CG Sits Ss oes KS ea es Co eR ee 
Hess Werming & Ventilating 

Rs 2 bh hn Gipaatites o inate nhc wii eo 
Wm. Highton & Sons Div...... 
Homer Furnace Co............ 
Bowes Pe SG; O28. OF 
ae Bees ade cc as 


Independent Reg. & Mfg. Co... 
Iniand Steel Co.......... 


SOTO OIE, 3 > ke nec poke aoe 
muenter: Gonder’ Co. . os 0 ag eek 
park-latty Ce, 2.22.20. ARS 
Ku-No Register Mfg. Co. 


47 
45 
47 
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The dash (—) indicates that the advertisement runs 
on a regular schedule but does not appear in this issue. 


Lakeside Co,.. ...4sniesded rae _ 
Lamneck & Co., W. otha aki 
Lamson & Sessions Co., The... -— 


Langenberg Mfg. Co...........- 7 
La Salle Machine Works...... -— 
Lennox Furnace Co...........- -- 


Lupton’s Sons Co., 


M 


MaGirl Foundry & Furnace Co. — 


PRES. DO. : onic. shame pees -- 
Maplewood Machinery Co...... -- 
Marshall Furnace Co.......... oo 
Marshalltown Mfg. Co......... -- 
May-Fiebeger Co. ............ --- 
Melllivaine Burner Corp....... 47 
PINRO TOES |< co 1s Heiwiiwaks <% —_ 
Mever @ Broa... Fo... css pecsss - 

Meyer Furnace Co............+. --- 
Midland Furnace Co........... 13 
Miller: Mig. Co. | H Binces.cie ees — 
Miller & Doing, Inc........... - 


Milwaukee Corr. Co...Back Cover 
Mt. Vernon Furn,. & Mfg. Co... -— 


N 


National Super-Service Co..... 45 
New Jersey Zine Sales Co., 
yo” i ere y a es Ae Front Cover 


Osborn Co., The J. M. & L. A. -— 


P 


Parker, Kalon Corp..........,. 79 
POO 0s Meo otnsbtsn> dns ee? 78 
Perfect Humidifier Co......... -— 


Premier Warm Air Heater Co. -—— 


Q 


Quincy Pattern Co..........5.. 15 


R 


Revere Copper & Brass, Inc... — 
Richardson & Boynton Co..... + 


pO a eae ee . are ee 44 
Rock Island Register Co....... -- 
Rockford Sheet Steel Co....... a 
Ryerson & Sons, Inc., Jos. T... 73 
S 
Sall Mountain Co............-. -- 
Sheer Co. Bay Me. os en's Coe caes — 
Sheet Steel Trade Extension 
CI TAIOCO sd doe bs 5 SSS Ee -—— 
© a ee Pn erro ee ore _ 
Standard Fdy. & Furnace Co... — 
Standard Ventilator Co........ 73 
St. Louis Tech. Inst........... 78 
Success Heater Mfg. Co,...... -— 
™ 
Tagtior Ce; Nie Ges ois os ae _- 
Technical Products Co......... — 
Tuttler & Bailey Mfg. Co...... oo 


XXth Century Htg. & Mfe. Co. — 


Vv 
Vedder Pattern Works........ 45 
Vilerme Rie’ Om. besten — 


Wet. mes “SOO enc ss ene shakes -- 
Warm Air Furnace Fan Co.... — 
Waterloo Register Co.......... —— 


Waterman-Waterbury Co. .... — 
Western Steel Products Co..... — 
Williamson Heater Co......... oo 
Wine Wirndos Ge... ss... kiee 5 -— 


December 14, 1929 


Markets--Continued from Page 71 


PASTE 


Asbestos Dry Paste: 


200-lb. barrel ........++.$14 00 
100-lb. barrel ...,ceeeeee 60 
BO-Ib. pall ..ccccesceeee & 36 
10-Ib. WAS ccccccveccese & +4 


bag . 
2%-ib. Cartons .....06. 26 


POKERS, FURNACE 
Bach cosccce-cevcccccsecess9O 15 


POKERS, STOVE 


Nickel Plated, coil handles, 

POF GOS. ccccccccsosecccse 4 48 
wW'r’t Steel, str’t or bent, 

POP GOS. cocccccccccsccce OO TE 


PIPE 
Conductor 
Cor. Rd., Plain Rd., or Sq. 


Galvanized 


Crated and nested (ali 

BAUTCE) 2. ccc eceee ess Tb-THR 
Crated and not nested 

(all gauges) ........-76-3%% 


furnace Pipe 


Double Wall Pipe and 
oe sesccccicsss ee & 10H 
Single Wall Pipe, Round 
Galvanized Pipe ... Da &10% 
Galvanized and Tin 
tings Gta Fn ted 10% 


lead 
Per 100 Ibs. ..........+-$123 60 


Stove Pipe 


“Milcor” “Titelock” Uniform Blue 
Stove 
28 e, 6 inch U. C. 
Mi ~ vedi esc tcus cess’ OE 00 
28 ga inch U. 
ot ‘sven fivteee 12 00 
| Sonne, c . ae 
OBtEd ...cccceececeses 14 00 
0° ga 6 inch U. C. 
ee ee 2 
"6 Inch v. Cc. 
ep Ae 


30" a ‘7 ‘inch VU. C. 
nage 7 inch U. C. 13 00 


f-Joint Made up 
6-inch, 28 ga....per dos. § 3 40 


All 
No. 11, all styles ........0..60% 


PULLEYS 
furnace toe cagaceneoet md _ = 0 4 


-per 
Furnace Screw ‘talemeeds 
owecccceddevesscw se mee, 16 


PUTTY 


Commercial Putty, 100-Ib. 
K Ci cnkdedic Medsrnains s 8B 16 
DRANTS 


Malleable Ts Damper......10% 


BEDUCERS—Oval Stove Pipe 
Per Doz. 
’—6, 28-gauge, 1 doz. in 
CBFTON cccccccccccesseccecgs OO 
REGISTERS AND BORDERS 


Baseboard, Floor and ae 


Cuat BWOM cc icssssccvccnctecs 
Steel and eo Steel Dated 


Baseboard, 1 piece .....33%-20 
pageneers. 2 piece eae 





Adjustable Ceiling Ventilators 


Register Faces—Cast and Steel - 


Japanned, Bronzed and‘ 
lated, 4x6 to 14x14......388%% 
Large Res r Fa t, 
14x14 to 38x42 ekteseccees BOM 
Large Register Faces—Steel, 
14x14 to 88x42 .......+++-60% 


Ventilating Register 


| ad rr) hazkere ¢ehane ode. e 
POF MEW sccocccoce 
Large, per pair ........+. 60 


RIDGE ROLL 


Galv., Plain Ridge Roll, 
D'AIA woe cc eccccecccces 15-15-59 


Galv., Plain Ridge Roli 
Created ...cceccescccccees IO-18' 


SCREWS 
Sheet Metal 


%x%, per gross ......§0 63 
No. 10, %x38/16, per gross 68 
No. 14, %x%, per gross.. 83 


SHEARS, TINNERS’ 


& MACHINISTS’ 
VIKING woe cece ccceeveceee es S32 OF 


Lennox Throatless 
NO. 18 coccccccececeeseees SER 
Shear blades ........+.0++-10% 
(ft. o b. Marshalitown, lIewa) 


SHIELDS, ADJUSTABLE 
BADIATOR 


No. 1 “Gem” 11” to 17”....30% 
No. 2 “Gem” 14” to 24”... .30% 
No. 8 “Gem” 36” to 65”....80% 


Galv. 28 Gauge, Plain or cor- 
rugated round flat crimp. .60% 

26 gauge round fiat crimp..45% 

24 gauge round flat crimp..15% 


SNIPS, TINNERS 


Clover Leaf ........+..40 & 10% 
National .......e2+00++-40 & 10% 
MOE -cecccccdkiVdithbncvcencnsOO® 
Milcor 


Eero Perr rrriy eS Fr) 


SQUARES 


Steel and Iron ........++.++.Net 
(Add for bluing $3 per dos. net) 
MIRTO . oi.cevnWowapecesesssveccmeet 
Bey: dale civsisdecccvcresedseMet 
Try and Bevel .........++..Net 
Try and Mitre ......cse.+0.Net 
Fox's ...ceecee004-POr Gog, $6 00 


Winterbettom’s ........0200+-10% 


STOPPERS, FLUE 


Common ..........per dos, $1 16 
Gem, No. 1 ........per dos. 1 10 
Gem, flat, No. 3....per doz. 1 9@ 


VENTILATORS 


Standard ....6.-e00+4-80 to 40H 


Black annealed wire, No. 9, 

per 100 Ibs. oae cacesddee Ge 320 
Galvanized barb wire, per 

100 IDB, cccccccccccccccsce 8 00 
Cattle Wire—galvanized catch 

weight spool, per 100 Ibs.. 3 8¢ 
Galvanized Plain Wire, No. 

9, per 100 Ibs........+6.. 3.78 
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The NEW IMPROVED <«<« STANDARD’? 
ROTABLE VENTILATCR 


HIS favorite ventilator 
has been further im- 









Patented proved to insure— 
Greater Durability 
Nee Ses a 
t cy 
ARMCO IRON Better Balance 


The New Cone-top Suspen- 
sion, new Bronze Guide 
Bushings, and Cross Braced 
Skirt are the new features. 


Let us tell you in detail all 
about this better ventilator. 


Write for special circular and 


“Standard” Ventilator and Chimney petece 6 
Most Efficient Combination on the es By 5649 FILLMORE eu 
STANDARD VENTILATOR CO., LEWISBURG, PA. ig: 5649 FILLMORE St.- 


PERFORATED METALS 


Ol-'4:: 


All Sizes and Shapes of Holes 





In Steel, Zinc, Brass, Copper, Tinplate, etc. 
For All Sereening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


THE HARRINGTON & KING Serie © 

















To help you make 





more money 


a your busy season and in your 

dull season you will always find 
technical articles and merchan- 
dising stories in American Artisan 
which will help you make your 
business more profitable. 


You can learn how other men sell 
more and better warm air heating 
installations— 


You can acquaint yourself with the 
methods other men use in the 
sheet metal business to avoid mak- 
ing costly mistakes in estimating 
sheet metal contracts. 


Read this issue of American 
Artisan—read every issue and be 
better prepared to make more 
money. 








CHICAGO STEEL SLITTING SHEAR. 


LIGHT—POWERFUL 
DURABLE 


Capacity 10 gauge sheets 
Any Length or Width 
Flat Bars 3/16x2” 
Weight 22 pounds 


Price $15.00 Net 
F. O. B. Chicago 
Made of pressed steel and ipped with 
hold-down, Blades of highest grade cru. 


cible steel. Most indispensable high grade shears made. Equal t 
other shears selling at over twice the price. ORDER YOURS TODA y. 


DREIS & KRUMP MFG. CO., 7404 Loomis St., Chicago 














EARLE’S 
VENTILATOR 


IMPROVED 
REVOLVING 


















Tt runs in a self- lub- | 
ricating bearing that | 
is not affected by | 
heat or cold. It is noise- 

less and produces an up- 
ward current of air. No! 
down draft. It will sat-! 
isfy and give you a good 
profit. 


ASK YOUR NEAREST JOBBER 


BERGER BROS. CO. 


| 229 to 237 ARCH STREET 

| WAREROOMS AND oases) 100 TO 114 BREAD STREET 

} HILADELPHIA, PA. 

| Manufacturers of “Quaker City” line.of Miters, Ends, Caps and Outlets 2 





























standard sizes, with our Patented 




















SO-INCH FORMING ROLL 


This Forming Roll is built in all 


Opening Device by means of 
which it is opened and closed in 
a few seconds. 


We build a complete line of Shears 
and punches, all sizes, for hand or 
belt power. 


Write for Catalog “R” 
BERTSCH & CO., Cambridge City, Ind. 


RYERSON SHEETS 


IMMEDIATE SHIPMENT FROM STOCK 
More than twenty kinds of Prime quality sheets are carried in stock. There ls « 
epecial sheet for every purpose. tg ay og Hdl owe for yma 
Werking Machinery. Write for Journal end Steck List. 
JosePu T. RYERSON & Son te. 
Chicago Milwaukee Jersey City Boston Detroit $t. Louis Cleveland Cincinnati Buffalo 
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Air Cleane 
Meyer & Bro. Co., r. ‘Peoria, Til. 
Watt Mfg. Co., Sterling. Ill. 


Air Conditioning Machines. 
Heating Systems Corp., 
Joliet, Ill. 


Watt Mfg. Co., Sterling, IH. 


Asbestos Paper. 
Sail-Mountain Co., Chicago, Ill. 


Asbestos Liquid. 
BS & F. Mfg. Co., 
Des Moines, Iowa 


Benches—Steel. 
Maplewood Machinery Co., 
Chicago, Ill. 


Blast Gates 
Berger Bros. Co., 
Philadelphia, Pa. 


Blowers—Furnace. 
Lakeside Co., Hermansville, Mich. 


Boltse—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co. 
Cleveland. Ohio 
Ryerson & Son, Pa i Jos. 
Chego., N. Y., . Det., _ 


+ ern pa ag 
Dreis & Krump Mfg. 
Chicago, Til. 


Ryerson & Son., a op Si 
Chgo., N. Y., St. L., Det., Cleve. 


Brak 
Dreise & Krump Mfg. Co., 
Chicago, [il 


Brass and Copper. 
American Brass Co. 
Waterbury, Conn. 
Revere Copper & Brass, 
Rome, N. Y. 
Bronze. 
Revere Copper & Brass, 
Rome, N. Y. 


1, Ghtcars, Til. 
& lL. A., 
Cavelana, Ohio 


Castings—Malleable. 
Fanner Mfg. Co., Cleveland, Ohio 


Can 
Diener Mfg. Co., G. 
Osborn Co., The J. 


Ceflings—Metal. 
Biller Manufacturing Co., 


Milwaukee Corrugating Co.” oom 


. Ch’go, La Crosse, Kan. City 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Chimney To 
Standard Ventiletor Co., 
Lewisburg, Pa. 


Brilli —- sues Ge ee 

on rnace Co., Brillion, 
National Super Service on hia 
TT 
Williamson Heater Co., npatotriaee: 


Cincinnati, Ohio 


Cepper. 
American Brass Co 


Waterbu Conn, 
Revere Copper & ee se 
me, N. Y. 


Rockford Sheet Steel Ge. a 
Rockford, Ill. 


Cernices. 
Eller Manufacturing Co., 
Canton, 
Milwaukee Corrugating Co. — 
Mil., Ch’go, La Crosse, Kan. City 


OCut-offe—Rain Water. 
Biller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
MIL, Ch’go, La Crosse, Kan. City 


nad + A 


Damp 
Eller Mfg. o., Canton Okie 
Howes Co., M., Seoten, Slaan 
Mrs crates S: 
g0, Trosse, 
~ hn Kan. City 
New York, N. Y. 





Damper tors. 
a. M. Gheer Co. Quincy, .Ill. 


Diee—Punch & Press. 


La Salle Machine Works, 
Chicago, Ill. 


Diffuser—Air Duct. 
Aeolus-Dickinson Co., Chicago, Il. 


Doors—Metal. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Drills—Electric. 


Ryerson ‘ - Inc., Jos. T., 
Chgo., N. Y., St. A Det., Cleve. 


Drive Screws—Hardened Metallic. 


Parker-Kalon Corp 
200 Varick’ St., New York 


Dust Eliminator. 
Dustless Ash Co., Muskegon, Mich. 


Eaves Trough. 
Barnes Metal Products Co., 


Chicago, Il. 

Berger Bros. Co., 
Philadelphia, Pa. 
Eller Mfg. Co., Canton, Ohio 


Lupton’s Sens Co., David, 
Philadelphia, Pa. 

Milwaukee Corrugating Co., 
Ch’ City 


‘£0, Osse, ¥ 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 
Rockford Sheet Stee] Co., 
Rockford, Il. 


Elbows and Shoes—Conductor. 


Barnes Metal Products Co., 
Chicago, Ill. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Biller Mfg. Co., 


Canton, Ohio 
Lupton’s “aoas Co., David, 
Sptiadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil, Ch’go, La Crosse, Kan. City 
Rockford Sheet Steel Co., 


Rockford, Iil. 
Fittings—Conductor. 
Barnes Metal Products Co., 
Chicago, Ill. 
Biller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating . 
Mil., Ch’go, La Crosse, Kan. City 
Flue Thimbles. 


Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Furnace Cement—Asbest 


Connors Paint Mfg. Co., th x, 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co. 

Mil, Ch’go, La Crosse, Kan. City 





Furnace Cement—Liquid. 


Technical Products Co., 
Pittsburgh, Pa. 


Furnace Cleaners—Hand. 


J. L. Skuttle Mfg. Co., 
Dowagiac, Mich. 


Furnace Controls. 
The Mercoia Corp., Chicago, Ill. 


Furnace Cl era—Suction 


Brillion Furnace Co., Degman Wis. 
National Super Servi 
‘Toledo, Ohio 


Williamson Heater Co., 
Cincinnati, Ohio 


Furnace Fans, 
A-C Mfg. Co., Pontiac, Ill. 
Brundage Co., The, 
Kalamazoo, Mich. 
Heating Systems Corp., 
Joliet, Il. 


Lakeside Co., Hermansville, Mich. 
A. H. Robinson Co., 

Massillon, Ohio 
Warm Air Furnace Fan Co., 
Watt Mfg. Co., Sterling, Ili. 

The, Cleveland, Ohio 

Williamson Heater Co., 
Cincinnati, Ohio 


Furnace Regulators. 
H. M. Sheer Co., Quincy, Ill. 





Furnace Rings. 
Eller Mfg. Co., papten, Ohio 
Forest City-Walworth R 
Foundries Co., Cl pveland, Ohio 
Milwaukee Corrugating 
Milwaukee, Wis. 


Furnace Switch—Automatic. 
The Mercoid Corp., Chicago, Ill. 


Furnaces—Warm Air. 
Agricola Furnace Co., 
Gadsden, Ala. 
American Furnace o 
t. Louis, Mo. 
Brillion Furnace ise Brillion, Wis. 
Emrich Co., C., Columbus, Ohio 
Farris Furnace Co., 
Springfield, Ill. 
Forest City-Walworth Run Fdy., 
Cleveland, Ohio 
Fox Furnace Co., Elyria, Ohio 
Heating Systems Corp., 


Joliet, Ill. 
Henry Furnace & Fay. 
Cleveland, Ohio 
Hess Warming & Ventilating 
Co., Ch 


icago, Ill. 

Homer Furnace Co., 
Coldwater, Mich, 

Langenberg Mfg. Co. 
&t. Louis, Me. 


Lennox Furnace Co. 
Marshalltown, Ta.; Syracuse, N. ¥. 
Marshall Furnace Co., 
Marshall, Mich. 
Majestic Co., Huntington, Ind. 
May Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The, Peoria, Ill. 
Midland Furance Co. » 
um bus, om 
Mt. Vernon Furnace & Em Tig 
Vernon, im. 
Mueller Furnace Co., L. J., 
Miiwaukee, Wis. 
Premier Warm Air Heater Co., 


Richardson & Bo hen "One 
ew York, N. Y. 
Robinson Co., A. H., 
Massillon, Ohio 
Standard Fdy. & Furnace 
De Kalb, ‘m. 
Success Heater Mfg. Co te. 


Moines, 
XXth Century Heating & Venti- 
lating Co., Akron, Ohio 
Wa aterman-Waterbury | Co. 
polis, Minn. 


Western Steel Produet ts Co., 
Duluth, "Minn. 


Williamson Heater Co., 
Cincinnati, Ohio 
Wise Furnace Co., Akron, Ohio 


Glase— 
Lupton’s Sons Co, vid, 
Puitadelphia, Pa. 


Grilles, 
Auer Register Co., Cleveland, Ohio 
Harrington & King ‘ites 


Hart & Cooley Pe 
w Britain, 
ay “ipo: Resistor & ate. 
Cleveland, Ohio 
Tuttie & Bailey Mfg. Co., 
Chicago, Iil. 


Grilles—Stove Front. 
Tuttle & Bailey Mfg. Co., 
Chicago, Ill, 


Guards—Machine and Belt. 
Harrington & King ee 
Co., ' Chicago, Ill 


Handles—Boiler 
Berger Bros. Co., Philadelphia, Pa. 


Handles—Sol Iron. 
Hyro Mfg. Co., New York, N. Y. 
Hangers—Eaves Trough. 
Berger Bros, Co., 

Philadelphia, Pa. 


Eller Mfg. Co., Canton, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating 
Mil., Ch’go, La Crosse, Kan. City 


Heat Regulation Systems. 
H. M. Sheer Co., Quincy, Ill. 
Heaters—Cab 


inet 
Fox Furnace Co., Elyria, Ohio 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, in. 
Waterman-Waterbury Co., 
Minneapolis, Minn, 


Heaters—Combination Hot Water. 
Alamo Heater Co., Chicago, Ill. 
Standard Fdy. & Furnace Co. 

De Kalb, in. 


Heaters—Domestic Hot Water. 
Alamo Heater Co., Chicago, Ill. 
Standard Fdy. & Co. 

De Kalb, ill. 


Heaters—School Reem. 
Meyer Furnace Co., mee 


Bisse, 
Fort Shelby Hotel, 
Detroit, Mich. 


Humidifiers. 
Automatic Humidifier Co., 
one Falls, lowa 


Diener Mfg. Co., G. ‘W. 

Chicago, Til. 
menre & Rae obo. Ths epades 
ueller rnace Ms * 
waukee, Wis. 

Perfect Humidifier Co, ‘7 
t. Louis, Mo. 
M. Sheer Co., Quincy, Ill. 

5 “L. Skuttle Mfg. Co., 


Dowagiac, Mich. 
Watt Mfg. Co., Sterling, Ill. 


ding Metal. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Bertsch & Co., : 
Cambridge City, In@ 


Machinery—Culvert. 
Bertsch & Co., 
Cambridge City, Iné. 


i —* ‘Tinsmith’s. 
Bertsch ee 
ea Compettes City, Iné@. 
rum 4 * 

sy out Pw '® Chicago, I. 
Interstate Machinery Co., m 
La Salle Machine Works, ‘ 

Chicago, Ii). 
Maplewood Machinery Co., m. 
Marshalltown Mfg. Co. s 
Mars 


halitown, 1 Iowa 
Osborn Co., The J. ‘ie &L. A. 


diese Clemens Ohio 
R n nec, os. 
Sheo, N.Y. St. L., Det. Cleve. 


Hyro eiits. Co. New York, N. Y 


Metals—Perforated. 
Harrington & King fe 
Co., Chicago, Ill. 


Miters. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan, City 


Miters—Eaves Trough. 
Barnes Metal Products Co., 
Chicago, Ill. 


Philadelphia, Pa. 
Eller Mfg. Co., oa Ohio 
Lupton’s eons Co., avid, 
Shiledetphie, Pa. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Nails—Copper & Brass. 
Revere Copper & Brass, 
Rome, N. Y. 
Nails—Hardened Masonry. 
Parker-Kalon Corp., 
New York, N. Y 


Nails—Lead Head. 
Deniston Co., Not Inc., 
Chicago, Ill. 


Berger Bros. Co. 


Oil Burners. 
McIlvaine Burner Corp., 
Evanston, IU. 
E. L. Miller an Co. 
nsas City, Mo. 
Ornamen Ego Metal. 
Eller Mfg. o Canton, Okie 


Gerock Bros. wi. 
St. Louis, Mo. 
Miller & Doing, 7 5 N.Y. 


Milwaukee Corru 
Mil., Ch’go, La a, Kan. City 


Paint. 
Connors Paint Mfg. Co., Wm. 
Troy, N. 
Patternse—Furnace and Stove. 
Cleveland —, Pattern Co. 
Cleveland, Ohto 
incy Pattern Co., Quincy, Ill. 
edder Pattern Works, 
Troy, N. ¥ 


(Continued on page 76) 
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This 
find daily use for it--- 


EAD Mr. Hohler’s letter and then remember that 

he is a man who has risen from the ranks and now 
owns and operates the shop in which he once worked 
as a journeyman. 
He knows the value of keeping up with the times—he 
knows that this book is what he and his men need. 
With this book in your shop you can answer questions 
authentically—you can convince any architect or cus- 
tomer that you know your business. It’s not a mere 
book—it’s the work of the most experienced and able 
men in the sheet metal and warm air heating industry— 
it took years to produce—it is the result of still more 
years of preparatory work. 
It contains 768 pages—9x12 in., 494 pages of illustrations (de- 
tailed drawings)—274 pages of text, and the price for this 
printing is $10.00. 


STANDARD PRACTICE 


in SHEET METAL WORK 


Published by the NATIONAL ASSOCIATION 
of SHEET METAL CONTRACTORS 


GLANCE OVER THE TABLE OF CONTENTS 


SECTION IV 
Metal Ceilings—7 full page illustra- 
tions—4 pages of text—Total 11 pages. 


SECTION V 
Warm-Air Furnaces—45 full page 
illustrations—21. pages text—Total 66 
pages. Sixth Edition of the Standard 
Code is included in this section. 


SECTION I 
Roofing, Gutters, Conductors, Flashings 
and Corrugated Iron Work—1b5 full 
page illustrations—53 pages text— 
Total 168 pages. 


SECTION II 


Skylights and Ventilators—27 full page 
illustrations—13 pages text—Total 40 
pages. 


> 


SECTION VI 
Heating and Ventilating Systems—36 
full page illustrations—30 pages text 
—Total 66 pages. 


SECTION III 


Metal Cornices—96 full page illustra- 
tlons—29 pages text—Total 125 pages. 


| AMERICAN ARTISAN 
Order today 
to obtain your 





. . . 2 2 N. e 
copies in time { BMS ceccecceedeseveceversecreccscsecece 
for Christmas | GET ERITEy ah bs np bawcronnedecises 
J | LS eer ee on es ere PE 


AMERICAN ARTISAN 


This book is an ideal 
Christmas Gift for your 


Architect Friends-- ‘| 
Order Your Copies NOW Ih 


NLY five thousand copies of this book were printed. Many local 
and state associations placed bulk orders prior to publication and 
since the first announcement of the delivery of books from the printer 
orders have been piling in. Many contractors, like yourself, perhaps, 
have been neglecting to order their copy until they have seen one. Lt 


Play safe—order your copy NOW before this printing is exhausted— He 
play safer—order at least two copies—make a present of a copy to an Pie 
architect—it’s an investment that will pay. 


successful contractor says he will 


Blow Pipe and Exhaust Systems—45 
full page illustrations—40 pages text 
—Total 85 pages. 


Fire and Kalamein Doors—42 full page 
illustrations—34 pages text—Total 76 
pages. Recommendations of the National 
Board nf Fire Underwriters (1927 Edi- 
tion) is included. 


Hollow Metal Doors and Trim—lIi1 


full page illustrations—6 pages text— 
Total 17 pages. 


139 North Clark Street, Chicago, Illinois 
Eee find $10 (ten do)'ars) for one copy of STANDARD PRACTICE IN SHEET METAL j 


eee nee w we eeneeee 
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JOHN M 
ERTZ Mra 
mene METAL wens Co. 
Warm Air fee and Tin 





FRawxu p, 
General Mend Honten 





SANDUSKY, Ono 





October and, 1929 





American arti 
3a) 
se North Clark St 
feago, Tllinois.” 










Gentlemen; « 
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Very truly yours, 





John Mertz Mfg. Co, 


Fa Ree, 
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SECTION VII SECTION X 
Hollow Metal Windows—64 full page 


illustrations—18 pages text—Total 82 
pages. 

SECTION XI 
Restaurant, Kitchen and Hotel Equip- 
ment—6 full page illustrations—7 pages 
text—Total 13 pages. 


SECTION XII 
Protective Coatings and Paints—4 pages 
of text. Also 3 pages of gages, sizes 
and weights of sheets and comparison of 
gages used for various sheet metals. 


SECTION VIII 


SECTION IX 
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(Continued from page 74) 


Perforated Metals. 


Harrington & King Porterating 
Co., Chicago, Ill. 


Pipe and Fittings—Furnace. 


Chicago Furnace Supply Co., 
Chicago, Iil. 
Eller Mfg. Co., ay Hy Ohio 
Henry Furnace & Fay. 
Bezciced, Ohio 
Lamneck Co., W. E., 
Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go. La Crosse, Kan. City 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 


Pipe and Fittings—Stove. 
Meyer & Bro. Co., F., Peoria, Hl. 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


Pipe—Conductor. 
Barnes Metal Products Co., 
Chicago, Ill. 


Philadelphia, Pa. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Eller Mfg. Co., Canton, Ohio 
Lupton’s Song co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 
New Jersey Zinc Sales Co., gn 
New York. N 


Berger Bros. Co 


Presses. 


La Salle Machine Works, 
Chicago, Il. 


Pipe Covering. 
Sall Mountain Co., Chicago, Ill. 


Punches. 
Bertsch & Co., 
Cambridge City, Ind. 
Interstate Machinery an 
Chi o, Til. 
La Salle Machine Works, 
icago, Ill. 
Ryerson & Son., Inc., Jos. T., 
Chgo, N. Y., 8t. L., Det., Cleve. 


Punches—Combination Bench and 
Hand. 


Hyro Mfg. Co., New York, N. Y. 


Punches—Hand. 
Hyro Mfg. Co., New York, N. Y. 


Putty—S8tove. 
Connors Paint Mfg. Co., Wm., 
Troy. N. Y. 


Radiator Cabinets. 


The Hart & Cooley Mfg. Co., 
New Britain, Conn. 

Tuttle & Bailey Mfg. Co., 

Chicago, Il. 


Radiators—Shields. 
Beh & Co., Inc., New York, N. Y. 


Register Shields. 
Beh & Co., Inc., New York, N. Y. 


Registers—Warm Air. 
Auer Register Co., Cleveland, Ohio 
Blier Mfg. Co., Canton, Ohio 
Forest City- Walworth Run 
Foundries Co., Cleveland, Ohio 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fay. 
Cleveland, Ohio 
Independent Register & Mfg. Co. 
Cleveland, Ohio 
Ku-No Register anne. . 


. Louis, Mo. 
Lamneck & Co., w. 
Columbus, Ohio 
Meyer & Bro. Co., F., Peoria, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go. La Crosse, Kan. City 
Mueller Furnace Co., L. J., 
Milwaukee, Wis. 
Rock Island Register Co., 
Rock Island, Ii. 
Tuttle & Bailey Mfg. Co., 
Chicago, Til. 


Waterloo Register Co., 
Waterloo, Iowa 


-Eller Mfg. 


Registers—Wood. 
American Wood Register Co., 
Plymouth, Ind. 
Auer Register Co., Cleveland, Ohio 
Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Regulators—Heat, 
H. M. Sheer Co., Chicago, Ill. 


Ridging. 

Armco Distributors Ass’n of 

America. Middletown, Ohio 
Eller Mfg. Canton, Ohio 
Lupton’s Sons 'Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Rivets—Steve. 
h rk-Latty Co., 
oe “ed Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 


Ryerson & Son, pe. Jos. T., 
Ch'go, N. Y., St. L., Det., Cleve. 
Rods—Stove. 


The Kirk-Latty Co. 
Cleveland, Ohio 
Lamson & Sessions Co., 
Cleveland, Ohio 


Rolls—Forming. 


Bertsch & Co., 
Cambridge City, Ind. 


Roofing Cement. 
Connors Paint Mfg. Co., aig 
Troy, es ¢- 
Roof—Fiashing. 
Eller Mfg. Co., Canton, Ohio 


Milwaukee Corrugating Co. 
Milwaukee, Wis. 


tA 


Roofing—Iron and _— 
“rn Distributors Ass’n 
merica, Whaditows, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Elier Mfg. Co., Canton, Ohio 
Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating o- 
1., Ch’go, La Crosse, Kan. City 
Osborn Co., eo rhe JI.M. &LA. 
Cleveland, Ohio 
Ryerson $ Sons, Inc., Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 


Spe 
Eller Mfg. Canton, Ohio 
Milwaukee > nae ting 
"go, La Crosse, Kan. City 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Roofing—Zinc. 
New Jersey Zinc ag Ber N'Y. 
Yor 
Rubbish Sou 
Hart & Cooley Co., 
New Britain, Conn. 


Schools—Sheet Metal Pattern 
Drafting. 


St. Louis Technical Institute, 
St. Louis, Mo. 


Scheols—Warm Air Heating. 


St. Louis Technical Institute, 
St. Louis, Mo. 


Screws—Hardened Metallic Drive. 
Eller Mfg. Co., Canton, Ohio 
a Ge Sarees Co. 
-» Cn" La Soense, Kan. City 
ParborsKelon Corp. 
200 Warick St.. New York 


Gonewo--tiartened Self-Tapping, 
eet Metal. 
Eller Mfg. = Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Cresse, Kan. City 
Parker-Kalon Corp 
200 Varick’ St., New York 





Scree: Perforated Metal. 
Harrington & King Perforating 
Co., Chicago, Ill. 


Shears—Hand and Power. 
Interstate Machinery Co., 
Chicago, Ill. 
Marshalltown Mfg. Co. 

Marshalitown. Towa 

_——— & Son, Inc., Jos. 
Y., St. L., Det., Cleve. 
Viking. Shear Co., Erie, Pa. 


Sheet Metal Nails. 


Deniston Co., Not Inc., 
Chicago, Il. 


Sheet Metal Screws—Hardened, 
Self-Tapping. 


Parker-Kalon Corp 
200 Varick’ 'st., New York 


Sheete—Black and ee 
Armco Distributors Ass’n 0: 
America, Steadtecewae Ohio 
Central Alloy Steel Corp 
Massilion, Ohio 
Eller Mfg. Co., Canton, Ohio 
Inland Steel Co., Chicago, Ill. 
Milwaukee Corrugating Co., 
Mil., Ch’go, io rene, Kan. City 
Osborn Co., The J. 
Cluvelana: Ohio 
Rockford Sheet Steel Co., 
Rockford, Til. 
Ryerson & Son, Inc., Jos. T., 
Ch’go, N. Y., St. L., Det., Cleve. 


Taylor Co., N 
Philadelphia, Pa. 


Sheets—Iron. 
Armee [eee Ass’p of 
Middletown, Ohio 
PR, “Ailoy Steel Corp., 
Massilion, Ohio 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 
Mil., Ch’go, La sone Kan. City 
Ryerson ¢ a gee: os. T., 
Chgo., N. Paz Ba” Cleve. 


Sheete—Tin. 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheets—Zine. 
New Jersey “Yine Sales Co., ™, 
New York, N 


Shingles and Tiles—Metal. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Corrugating Co., 

Mil., Ch’go, La Crosse, Kan. City 


' Sifters—Ash. 
Diener Mfg. Co., G. W 
Chicago, Til. 


Sky Lights. 
Elier Mfg. Co., Canton, Ohio 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Smoke Pipe—Cast Iron 
Waterloo Register Co., 
Waterloo, Iowa 


Snips 
Peck, Stow & Wilcox Co., 
Southington, Conn. 
Ryerson o Son, Inc., Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 


er. 

Canton, Ohio 
Kester Solder Co., Chicago, Ill. 
Milwaukee Corrugating Co., 

Mil., Ch’go. La Crosse, Kan. City 


Soldering Coppers. 
Revere Copper & Brass, 


Sold 
Eller Mfg. Co., 


Rome, N. Y. 
Soldering Furnaces. 
Burgess Soldering Furnace 
Col jumbus, ohio 
Diener Mfg. Co., G. W., 
Chicago, In. 
Ryerson & Son, Inc., Jos. T., 


go., N. Y., St. L., Det., Cleve. 
Idering Supplies. 
Chicago, Il. 


Kester Solder Co., 
Specialties—Hardware. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 

Gerock Bros. Mfg. Co., 

St. Louis, Mo. 
Miller & Doing, Inc., 

Brooklyn, N. Y. 


Stove ais Reducers. 
Efller Mfg. Canton, Ohio 
Milw a. ail ting Co., 
Mil., Ch’go, La Crosse, Kan. City 


Tinplate. 
Eller Mfg. Co., Canton, Ohio 
Milwaukee Verrogating ©. Co., 
Mil., Ch’go, La Kan. City 
Osborn Co., The J. M. ake Aw 
Cleveland, Ohio 


Taylor Co., N. & G., 
Philadelphia, Pa. 


Tools—Tinsmith’s. 
Bertsch & Co., 
Cambridge City, Ind 
Dries & Krump Mfg. Co., 
Chicago, I}l. 
Hyro Mfg. Co., New York, N. Y. 
Interstate Machinery Co., 
Chicago, Ml. 
Maplewood Machinery oe 
icago, I). 
Osborn Co., The J. M. & L. A., 
Cleveland, Onie 
Rockford Sheet Steel Co., 
Rockf Ti. 
Southington, Conn. 
Ryerson 6 Son, Inc., Jos. T., 


Chg» Y., St. L., Det., Cleve. 
Viking ‘eheas Co., Erie, Pa. 
Torches. 


Burgess Soldering Furnace Ce. 
Columbus, OS nie 
Diener Mfg. Co., G. W., 


Chicago, In. 
Ryerson & Son, Pea) Jos. T., 
Chgo., N. Y., St. L., Det., Cleve. 


Trade Extension. 


Sheet Steel Trade Extension 
Committee, Cleveland, Ohie 


Trimmings—Stove. 
Fanner Mfg. Co., Cleveland, Ohio 


Vacuum Cleaner—Furnace, 
Brillion Furnace Co., Brillion, Wis. 
Nationa! Super Service Co., 


jo, Ohic 
Williamson Heater 
Cincinnati, Ohio 


Ventilators. 
Aeolus Dickinson Co., Chicago, Ill. 


Arex Company, Chicago, Il. 
Berger Bros. Co., 

Philadelphia, Pa. 
Eller Mfg. Co., Cant Ohfe 
Kernrchen Co., Chicago, In 


Lupton’s Sons Co., Davi 
Phidadelphta, Pa. 

Milwaukee Corrugating 
Mil., Ch’go, La Crosse. , ‘ae City 

Standard Ventilator Co., 
Lewisburg, Pa. 


Ventilators—Ceiling. 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fidy. Co., 
Cleveland, Ohte 
Windows—Steel. 


Lupton’s Sons Co., David, 
Philadelphia, Pa 


Wood Faces—Warm Air. 
Auer Register Co., Cravelans.. Ohbito 
American Wood Register Co., 


Eller Mfg. Co., 
Milwaukee Corrugating Co., 
Mil., Ch’go, La Crosse, Kan. City 


Zinc. 


New Jersey Zinc wen The, 
= York, N. Y. 





When writing mention AMERICAN ARTISAN—Thank you! 
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WANTS AND SALES 


Yearly subscribers to the 
AMERICAN ARTISAN may in- 
sert advertisements of not more 
than fifty words in our Want and 
Sales Columns WITHOUT 
CHARGE for three insertions. 

Such advertisements, however, 
must be limited to help or situa- 
tion wanted, tools or equipment 
for sale, to exchange or to buy, 
business for sale or location de- 
sired and must reach our office 
by Thursday of the week of pub- 
lication. This privilege is not ex- 
tended to manufacturers or job- 
bers—or those making a business 
of buying and selling used ma- 
chines—employment agencies and 
brokers. 

When sending advertisement 
state whether your name or blind 
number is to be used. 











BUSINESS CHANCES 


Lightning Rods—Dealers who are sell- 
ing Lightnin Protection will make 
money by writing to us for our latest 
Factory to Dealer Prices. We employ no 

and save you all _ overhead 
charges. Our Pure Copper Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hun 
of dealers. Write today for samples and 
eee sn” K. Diddie Company, Marsh- 

C) 8. 








AMERICAN ARTISAN 
BUSINESS CHANCES 


Partner wanted with a little capital, 
say $500.00 or $800.00 to go 50-50 with 
me in the plumbing and wind mill busi- 
ness. Good opportunity here. Address 
M. C. Christensen, Box 714, Hemingford, 
Nebr. Z-511 








For Sale—Sheet metal, auto radiator, 
body and fender shop in town of about 
8,000. Must leave for coast on account 
of wife’s health. For ‘particulars write 
Service Sheet Metal Works, Longmont, 
Colo. A-512 


For Sale—Sheet metal and furnace bus— 
iness established 10 years on northwest 
side, well equipped and paying. Did 
$25,000 work past year. Contracts signed 
up for coming year. Will sacrifice as I 
must leave city. Cash or terms. All of- 
fers considered. Wonderful opportunity 
for ambitious _ party. Address B-512, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Ill. 








For Sale—Sheet metal shop. Fully 
equipped.. Enjoying good business in the 
best southern Illinois city of 12,000. Sick-— 
ness compels me to sell out. You could 
look this U. S. over and not find a bet- 
ter place. Investigate. Address C-512, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Il. 





For Sale—Well equipped and good pay- 
ing auto radiator repair shop. Located on 
Main street, between two garages. Onl 
shop in town of 4,000. Would like to sell 
by January 1, 1930. Cash or terms. Write 
Worthington Radiator Shop, hes ca ast 
Minn. 11 





HELP WANTED 


Wanted at once, active salesman for 
Union Sheet Metal Shop on Northwest 
side. ayy of furnace and factory 
repairs, also selling several specialties on 
straight commission basis. Address F-511, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Ill. 





77 
SITUATION WANTED 


Having sold my share of hardware bus— 
iness with 20 years’ experience in plumb~— 
ing, hot air, steam and hot water heat— 





ing, sheet metal, pump and wind mill, 
farm machinery and electric work, would 
consider year around job anywhere. 45 
years of age, married sober and indus-— 
trious. Address Chas. Fisher, Cazenovia, 
Wisconsin. R-511 





Situation wanted by A-1l first class al) 
around mechanic, foreman and layout 
man. My experience has covered phase 
of the sheet metal business. Married, 
sober, steady, a fast and neat worker. 
Can handle any job. Prefer inside work. 
A-1 references. State wages and partic— 
ulars. Address ‘Hiram,’ 1305 S. Madi- 
son St., Muncie, Ind. S-511 





Young married man making study of 
heating, ventilation and air conditioning 
wants steady work. Has experience in 
machine shop, steam engineering, refrig- 
eration ani’. some sheet metal work. Will 
leave town. Address Geo. C. Beardsley, 
611% Shelby Ave., St. Paul, Minn. T-511 





Are you in need of a good active stove 
salesman in the early forties. I am in- 
terested in a good snappy line of coal 
ranges, circulators and gas stoves. A 
line that can demand volume business 
for states of Missouri and Iowa. What 
have you to offer for the coming year. 
Address W-511, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, ill. 





Can you use a man in your business 
who thoroughly understands warm air 
furnace business, code estimating, in- 
stallation, canvassing and selling. Have 
a fair knowledge of hardware and furni-— 
ture retail business. Had good office 
training. Employment must be year 
around. Remuneration not unreasonable. 
Address X-511, AMERICAN ARTISAN, 
139 N. Clark St., Chicago, IIL. 





A competent licensed plumber, tinner 
and heating man wants position or will 
take a shop on commission. Address E- 
512, AMERICAN ARTISAN, 139 N..Clark 
St., Chicago,. Il. 





NOW READY 


The NEW METAL WORKER PATTERN BOOK 


A Complete and Systematic Course of Instruction in Pattern Cutting as Applied to All Branches 
of Sheet Metal —— 


. By Geo. W. Kittredge 


Associates 
NEW REVISED EDITION Including Some New Problems by FRANK X. MORIO 
0 x 11 Inche* stantinly Hood in ak ™ Price, $6 Postpaid 
Indispensable as.a Work of Reference for the Foreman and Mechanic 


NEW REVISED EDITION 











practice. 


with many practical examples. 


139 North Clark Street 





HIS work is the standard reference 

on all phases of pattern drafting 
and is recognized as the most practi- 
cal and thorough text book on modern 
methods of developing and cutting pat- 
terns for sheet metal work. 
the principles underlying practically every 
problem that is likely to come up in daily 
Beginning with the selection and 
use of drawing tools, the author explains 
linear and geometrical drawing so clearly 
that one who has had no previous knowl- 
edge of arithmetic or drawing may under- 
stand these essentials and apply them. The 
most approved methods of pattern cutting 
are also given in the course of the work. 
As the book progresses the problems grad- 
ually become more advanced until the 
theory of triangulation is fully treated 


This volume does not presume upon any 
previous technical knowledge on the part 
of the beginner but aims to place before 
him all that is necessary to a thorough 


A Monumental Work—No Shop Is Complete Without It 


AMERICAN ARTISAN 


Chicago, Illinois .,¢° Town...........2200000: 


been published. 


It covers 





SECTION HEADINGS 


1, Terms and Definitions. Al- 
ee eae List of Terms. 2 


8. Linear Drawing. 4. Geo- 
metrical Problems, Construc- 
tion of Regular 


Principles of Pattern Cutting. 
Parallel Forms. Regular tap- 





(Triangulation). Mixed or 
Combination orms. Auto- 











understanding of the work performed in the last chapter 
the practical problems which constitute the bulk of the 
book. No better text book for home study has ever 


The secret of success in sheet metal pattern cutting is in 
knowing how to apply the principles of geometry to your 
problems. Upon these underlying principles this book is 
written and ever since its publication it has been consid- 
ered the standard authority on sheet metal 
LIST OF CHAPTER AND | pattern cutting and many affectionately term 
it “The Bible of the Trade.” 


This new edition has been carefully re- a 
vised in order to keep it up to date and 
abreast of modern times and it will proves?” 
an infallible guide to everyone interested.# 
in sheet metal pattern drafting. Be-,¢ 
sides being a systematic treatise ong’ 
pattern cutting it is also valuableg* 


as a reference book of pattern,¢ 
problems to be drawn frome” AMERICAN 


ering Forms. Irregular forms, | at convenience. ARTISAN 
6.. Pattern Problems. Parallel | 4 giance at the list of.# 

lar ‘Tapering Forms (Fiar- | fnenter, And , section,o” ee 
ing Work). Irregular Forms pag «gee vive ” Chicago, Ill. 


scope and ar-, 
rangement ot, 


mobile Patterns. Index. the book. .¢” money order) for $6.00. Send 
oe? me THE NEW METAL PAT- 


_o””_ TERN BOOK. 


o 
Po Name 


? 


Enclosed find check (or 


ae, 








Mention AMERICAN ARTISAN in your reply—Thank you! 
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SITUATION WANTED 


Stove and furnace salesman, six years 
road experience, four years [Illinois and 
Wisconsin territory, with a proven suc- 
cessful record, desires connection Jan. 
ist. Address F-512, AMERICAN ARTI- 
SAN, 139 N. Clark St., Chicago, Ill. 








A furnace installer of exceptional ability 
desires connection with a heating concern 
which takes great pride in their installa- 
tion, and fully capable of turning out a 
neat job from start to finish. Available 
Jan. ist. Central or Southern states pre- 
ferred. Address O-511, AMERICAN AR- 
TISAN, 139 N. Clark St., Chicago, II. 





Furnace salesman with 10 years’ ex- 
perience wants position as territory and 
retail salesman. Good reference. Iowa or 
Minnesota territory preferred. Can make 
change Dec. 15. Can sell both cast and 
steel furnaces and wish position with 
manufacturer. Living in Iowa with Iowa 
Address M-511, AMERICAN 
139 N. Clark St., Chicago, Il. 


territory. 
ARTISAN, 





Situation Wanted — By an all-around 
sheet metal and furnace man 34 years old 
and married. Would like to locate in a 
small town of ten to twenty-five thou- 
sand. Steady worker and have good hab- 
its. Address J-511, care of AMERICAN 
ee 139 North Clark St., Chicago, 








MISCELLANEOUS 


Wanted—Information regarding where- 
abouts of a salesman by the name of 
Edward McCracken, familiarly known as 
“Mack.” Operations the past few years 
confined mostly. to warm air heating. In- 
formation will be held in strict confidence 
and can be mailed to the Homer Furnace 
Company, Coldwater, Mich., attention R. 
W. Strong. S-510 














TINNERS’ TOOLS 


For Sale—One 6 in. steel brake in good 
condition. Price $55.00. Address Greene 
Sheet Metal Co., Decatur, II. Y-6511 








Wanted—Heavy brake. Preferably a 
range brake that will work 10 fe gt = 
eight to ten floor lengths. and o 
ated. Address W-510, MMERICAN ARTIA 
SAN, 139 N. Clark St., Chicago, Ill. 





For Sale—One 18 gauge 8-inch Chicago 
steel brake. Price, $90.00. Address T-510, 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, IIl. 





For Sale—One 31-inch by 1% formers 
in fine second-hand condition. Price, f. o. 
b. cars, Elk City, Kans., $18.00. Address 
G. D. Waters, Elk City, ‘Kans. Z-510 


THE STANDARD 
FOR MANY YEARS 
it Pulls Business Your Way ! 


HEN SIPHO UPPLY your 
wt VENTILATOR OE S 


My job with 
never will eae 
a complaint. 


ee ee stock 
on hand for 
prompt ship- 


ment. 
Write to- 
day for 
complete 
data 
and prices 
Made only by 





Ventilating Engin 
333 N. MICH AVE., ‘CHICAGO 





AMERICAN ARTISAN 
BOOKS 


December 14, 1929 


BOOKS 








The Standard Code Computing Rule, 
which is adapted from Article III of the 
5th Edition of the Standard Code, is 
being used by warm air heating men all 
over the country. Here is. what the Com- 
puting Rule will determine: (1) The warm 
air pipe and register areas for first, sec- 
ond and third floor rooms. (2) The areas 
necessary for 70° inside temperature when 
the outside temperatures are zero, 10, 20 
and 30 degrees above or below zero. (3) 
The areas from the contents, glass, wall, 
roof and ceiling. The factors as covered 
in Table “A” are represented in accurate 
form. (4) The areas for rooms having 
one, one and one-half and two air changes 
per hour. (5) The unusual exposure re- 
quirements as the 10% for east and west 
and 15% for northeast, north and north- 
west rooms. Rule is circular, measuring 
5% inches in diameter and % inch thick. 
being made of specially prepared cellu- 
loid. Washable and unbreakable. 

Price,. $3.00, postpaid, from Book Dept., 
AMERICAN ARTISAN, 139 N. Clark St., 
Chicago, Il. 





xhaust and Blow Piping, by Hayes— 
Exhaust and Blow Piping has had an 
unusually big demand. A fresh supply ie 
now off the press and is in our hands for 
tmmediate delivery. It has an invaluable 
treatise on the planning, cost, estimatior 
and installation of tan viping in all ite 
branches giving all necessary guidance 
tn fan work blower and separator con- 
struction. 159 pages, 5x8. 651 figures 
“oth $2.00. Order from Book Dent 
AMERICAN ARTISAN, 189 North Clark 
Street, Chicago, Illinois. 





The Revised Edition of the New Metal 
Worker Pattern Book by Kittredge and 
Associates is one book that should be in 
every shop. As a reference book alone it 
is indispensible. Over 500 9x1l-inch pages 
with 895 illustrations, It covers the prin- 
ciples underlying practically every prob- 
lem that is likely to come up in daily 
practice. Beginning with the selection 
and use of drawing tools, the author ex- 
plains linear and geometrical drawing so 
clearly that one who has had fie previous 
knowledge of arithmetic or drawing may 
understand these essentials and apply 
them. The most approved methods of 
pattern cutting are also given in the 
course of the work. Price, $6.00, postpaid. 
Order from the Book Dept., AMERICAN 
ARTISAN, 139 N. Clark St., Chicago, Ill. 





Manual of Automotive Radiator Con- 
struction and Repair, by F. L. Curfman 
and T. H. Leet—Anyone interested in 
Radiator Repairing will find the 185 pages 
of practical instructions and the 120 illus- 
trations showing actual construction and 
repairing a big help. In a condensed 
manner some four to five thousand an- 
sewers to questions are given. It is thor- 
oughly practical as both authors are mep 
of wide experience in this work. Printed 
in large, easy to read type. Measures 
6%x8 inches. Price $2.60. Order from 
book Dept., AMERICAN ARTISAN, 189 
North Clark Street, Chicago, Illinois. 


Here are the two books that most sheet 
metal workers and contractors classif 
the most complete books on Sheet Metal 
Pattern og The nae ae Sheet 
Metal Pattern Cutter, Vol. 1, deals with 
every phase of inside work, including 
Heating, Ventilating, Blower and Exhaust 
Piping Connections, Marine Sheet Metal 
Work, Automobile Sheet Metal Work, 
Machinery and Belt Guards, etc. Mensu- 
ration applied to Sheet Metal Work, etc., 
with many features of construction —_ 
oo Saving Methods are also given in 
eta 


Vol. 2 deals with every form of Outside 
and Architectural Sheet Metal Work. A 
treatise on Drawing, Full Size Detailing 
and Lettering, Construction of Sernienn 
Skylights, Molding, Copings, Hlectrically 
Illuminated Signs, etc. 


Cloth bound, 400 pages each volume. 
Price, $7.50 per volume, postpaid. SAN 
from Book Dept., AMERICAN ARTISAN 
1389 N. Clark St., Chicago, Ill. 





SPECIAL NOTICES 





The oe for Special Notices 
displayed want ads — 
$3.00 per inch per insertion 


your wanve or blind nucaber 1a to bs 


used—also how many insertions are 
desired. 


ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg., WASHINGTON, D. C. 











WANTED 


Experienced foreman or superintendent 
for Moulding Shop manufacturing Gas 
Stoves, Steel Ranges, Cast Ranges, Fur- 
naces and Hot Water Boilers. One who is 


familiar with Match plate and Squeezer 


and capable of handling men for 
Also good cupola ee ck 
ar 


work, 
production. 
dress D512, American Artisan, 139 N. 
St., Chicago, Til, 





NOTICE 


To those answering Special 
Advertisements 


Notice and Want 


ONLY FIRST CLASS MAIL 
CAN BE FORWARDED 














Learn How to Make $50 to $100 a Week 


By BEING TECHNICALLY TRAINED THIS THOROUGH WAY 


Only trained men rise master 
to be bosses! 


make the large, steady with the St. Louis Tech- 
Institute’s home- 


incomes! Are you ready nical 
for that? Now’s the study teaching. 
time to learn. Master a Get 

craft—your craft. Se- 
lect the 
want to study from the 
list below. You can 


clearly defined 


you'll 


Cheek Which Courses You Want to Learn! 


SHEET METAL DESIGN AND PATTERN DRAFTING 
RM AIR FURN. Ed HEATING 
cTAL CO CTING & ESTIMATING 
HEATI NG VENTILATING ENGINEERING 


ST. LOUIS TECHNICAL INSTITUTE, *,°tAyroy,4¥"- 


te SPECIAL WA 
HEET 


them quickly, 
They easily and thoroughly work. 


Today 
Our methods and Tas 
subjects you sons are so plainly ne 
that 
be amazed how plains it all. 








fast you master the 

How soon will you 
be qualified for an 
increase? Write us 
today! Get com- 
plete informa- 
tion. Our big 
free book ex- 





Bay you eaw it in AMHRICAN ARTISAN—Thank you! 
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39,000 metal 
le 


+ workers find 


my ‘pri 


Screws Ay, ey, 


the quickest - cheapest 
means of making sheet 
metal assemblies .... 


N° longer do they worry about running on nuts and 
washers in cramped and hard to get at places. They 
waste no time tapping holes. The use of Hardened Self- 
tapping Sheet Metal Screws has eliminated all this. With 
these unique Screws sheet metal assemblies are made 
easier, quicker and cheaper than by any other method. 





ti 1) >», 


iq 
bs 7 7 sy 
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You simply turn Hardened Self-tapping Screws into a 
punched or drilled hole with a screw driver. They cut 
their own thread in the sheet metal, like a tap, and draw 
the sections tightly together. Hundreds of applications 
under all sorts of conditions prove the security of fasten- 
ings made this easy and speedy way. Vibration and severe 
service will not loosen fastenings made with these Screws. 


Sheet Metal Screws are suitable for use in sheet metal as 
light as 30 gauge and as heavy as 10 gauge. Test these 
Screws on your own work. They will save you much in 
time, labor and money if you can use them. Send for free 
samples—yjust tell us what you want to fasten. 


PARKER-KALON CORP., 190 Varick Street, NEW YORK, N. Y. 


Distributed in Canada by Aikenhead Hardware, Ltd., 19-21 Temperance St., Toronto 


PARKER-KALON 


HARDENED SELF-TAPPING 


Sheet Metal Screws 


PATENTED 
APR.1, 1919-No.l299232 — MAR.28,1922—-No.1411184 
AUG. 14,1923 -No.1465148 — FEB. 10, 1925-No.1526182 
OTHERS PENDING 
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Profitable Winter Business . . . 
erecting Milcor Metal Ceilings and Walls 








A complete line 


of Metal Wa Ils OLD weather need not stop your profits. There is plenty of 
“inside” work, installing Milcor Metal Ceilings and Walls. 


Churches, schools, stores, and other public buildings all present 


an d Cel | In g Ss In opportunities for this profitable winter business. 


. 7 “4. Take your Milcor Catalog with its hundreds of attractive designs and 
2 2 7 
ap Pp } Of rlale de S72 MS go after metal ceiling and wall jobs. The Milcor Dealer Service will 


figure your estimates for you. Send in sketches and dimensions. We 
Save with Steel will tell you exactly what material you need and how much it will cost. 


Milcor Metal Walls and Ceilings are the finest and most complete avail- 
able: They have the famous “Invisible Joint” that assures neat, accurate 
work. Write for a Milcor Catalog if you have’nt one. . . . and on your 
next job, send to the Dealers Service for a materials list and complete costs, 





MILWAUKEE CORRUGATING COMPANY 


1417 Burnham Street Milwaukee, Wisconsin 


Branches: Chicago, Illinois, Kansas City, Missouri, La Crosse, Wisconsin 
Sales Offices: Boston, Mass., Detroit, Mich., Atlanta, Ga., Little Rock, Ark., 
Minneapolis, Minn., Los Angeles, Calif. 


Eastern Plant: THE ELLER MANUFACTURING COMPANY, Canton, Ohio 
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